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GG prices have made 
a decided gain: the 
milk market has 
shown considerable im- 
provement. Everything 
indicates that the sun is 
peeping through rifts 
intheclouds. With con- 
ditions taking a turn in 
your favor, it will pay 
you to get in on the 
ground floor witha stock 
of new merchandise and 
go out after business 
applying every possible 
merchandising method 
at your command. The 
signal says ‘‘go’’. Full 
speed ahead. 
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FROEDTERT GRAIN MALTING 


GRAIN and FEED 
MILWAUKEE MINNEAPOLIS 


@@\RICE means nothing unless backed by 
eS Responsibility which assures Quality 
and Service—the finest grain and feed de- 
livered when wanted in accordance with 
your order. Froedtert Prices are attractive 
and our list of active customers is steadily 
growing because Froedtert Responsibility 
is unquestioned. Your inquiry will be 
appreciated. | 
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It's the Feed You Need 
for Super-Sales this Falll 


—the mineralized Soybean Oil Meal 


= 


Do You W ant Concentrate—for all livestock and poultry! : 
ONTH after month in 1932 Super Soy sales have climbed _ . 
to new heights. Feeders everywhere are using Super = 
Soy—and have found it to be exactly what we claim for it— ae 


a superior concentrate, an ideal balancer for farm grains, 
an efficient low-priced ingredient that takes the place of all 


of big Sales other concentrates in feeding all livestock and poultry. ‘ 

by Dealers— Feeders, everywhere, report bigger gains after switching to . 
} Super Soy. Bigger gains—at a saving that means more 
and big results real profit! No other concentrate has greater feeding value! 
for Feeders ? Super Soy is a high-grade of Soybean Oil Meal—steam- 
cooked—roasted—adequately fortified with essential min- 
[ erals. It is highly digestible—easily assimilable —uniform— 

WE HAVE IT! palatable—easy to feed. 


There is only one Super Soy—and there 
is no other feed like it. It is a sure re- 
peater—and every bag you sell will build 
business for you in your community. 
Start with Super Soy this fall! Our big 
new merchandising plan will start you 
off right and help you build volume that 
will show a real profit. ‘ 
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Each Super Soy ton con- 
tains the concentrated 
quality proteins from the 


Ameri 
ee —, SOYA PRODUCTS, INC., CHICAGO, ILL. 


MANUFACTURED ag 


= SOYA PRobucTs INC. 


SOYA PRODUCTS, INC. F-B 10 
141 W. Jackson Blvd., Chicago, III. 


Gentlemen: I am interested in Super Soy. ’ 
Send me free sample and full information. 


difference”, 


EXPELLER 
PROCESSED Mail the — 
"There's a coupon NOW! | Address 
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Sth YEAR 
MAKING MONEY 
For POULTRYMEN?! 


They find that it has the resuit-bringing Vita- 
mins ‘“‘A”’ and ‘‘D”’ in abundance. 


We put careful tests, checks, and biological 
controls on our oil before shipment. 


VITA BRAND 
SOD LIVER OIL 


(Trade Mark Registered in U.S. and Canada) 


REDUCED PRICES 


Barrels (40 Imp. gals. or 49 U.S. gals.) $34.00 
Large Cans (10Imp. gals. or12 U.S. gals.) 11.50 
Small Cans (5 Imp. gals. or 6 U.S. gals.) 6.25 


(No duty — just a small customs entry fee) 


Above prices are ex-plant London, Can- 
ada. Distributors throughout U.S.A. 
Write for name of nearest dealer. 


Also producers of 
“YOCUM YELLOW” Cod Liver Oil 


YOCUM FAUST, LIMITED 


DEPT. 23, LONDON, CANADA 
‘‘Pioneers in Vitamin-tested Cod Liver Oils”’ 


ALL FEED SUPPLIES 


....at Attractive Prices 


C] Staley’s Corn Gluten Feed—23% Protein 
C1) Staley’s Corn Germ Meal—18% Protein 


C1 Staley’s Soy Bean Oil Meal—41% Protein 
Quality Concentrates—Straight or Mixed Cars 


[] Puritan Brand Crushed Oyster Shells 
] “Big Chief’? Meat Scraps—Over 50% Protein 


Manufactured in Milwaukee 
Best Quality—Uniform Low Fat Content 


C] Semi-Solid Buttermilk — Consolidated Pro- 
ducts Co. 


{] Gunning’s Pure Norwegian Cod Liver Oil 

[] Peat Moss Corn [ Oats’ Bran 
[] Midds Flour Midds [] Hominy Feed 
(J Linseed Meal [] Reground Oat Feed 

(_] Brewer’s Grains [] Malt Sprouts [] Hay 


Use the Phone—Call Marquette 3140 
»» Or Check Items on this Ad and Mail to 


DEUTSCH & SICKERT Co. 


Chamber of Commerce 


MILWAUKEE, WISCONSIN 
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CORN 


GLUTEN MEAL 


as an ingredient of your egg mash 
will help your Fall business with 
the poultry trade. : 

10% of Diamond gives the mash E 
a strong basis of highly-digestible, 
egg-producing protein at lower cost 
than you can get efficient protein 
from other sources. 

Also, Diamond gives the mash 
Vitamin A— an important Vitamin 
for the mash to have in Fall and 
Winter when the birds are not 
getting greens. 

Poultry feed mixers everywhere 
are using Diamond in this way. 
Include a ton or two of Diamond 


in your next car of Buffalo Corn ; 
Gluten Feed. 


G 
40% Protein 
G 


Booklet of free formulas on request 


RATION SERVICE DEPARTMENT 


CORN PRODUCTS REFINING CO. 
17 Battery Place, New York City 
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Another Step Forward 


This Feed Laboratory Tested 


Will Soon Be Seen on All ARCADY-WONDER 
BRANDED FEEDS 


Tuis is a valuable merchandising aid to you, Mr. 


Dealer, and a valuable protection to your feeders! 


WHICH IS BEST? 


HIT-OR-MISS FEEDS ARCADY WONDER FEEDS 
—With a variation of —Constant in Analysis. 
3% to 8% in proteins, fat and fibre. 
—Percentage of ingredients never 
—Variation in percentages of in- varies—always made strictly accord- 
gredients. ing to tested-and-proven formula. 
—Not thoroughly blended. —Thoroughly and scientifically 
blended. 


—Often made up from stale ingredi- 
ents, with loss of vitamin value. —AIll ingredients strictly fresh and of 


highest quality and vitamin value. 
—Packed in unsanitary miscellaneous 


used sacks. —Packed in new, sanitary branded 


sacks. 
Make YOUR Business 
Better with Arcady -W onder 
ARCADY FARMS MILLING COMPANY F ce d $ 


CHICAGO, ILLINOIS 
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Frank Hamilton New Secretary 
Northwest Feed Dealers 


Organization Plans Expansion Program 


RANK T. HAMILTON, St. Paul, 

Minn., was elected secretary and 

treasurer of the Northwest Feed 
Dealers association at a meeting of the 
board of directors of the organization 
which was held at St. Paul, September 
6. He succeeds A. D., Johnson, Nelson, 
Minn., who will continue as a director 
of the association. 

The organization now has 220 mem- 
bers and anticipates enrolling a major- 
ity of the 1,800 legitimate dealers in 
Minnesota before the close of the year, 
so as to be in a position to exert a 
strong cooperative influence on legis- 
lation affecting the interests of the feed 
trade. 


Plan December Meeting 


Mr. Hamilton, the new secretary, has 
had many years of experience in the 
flour and feed business and will devote 
his entire time to the work of develop- 
ing the association. Plans are now un- 
der way for a meeting to be held some 
time in December. 

Other officers of the organization are 
R. Emerson, Wanamingo, president and 
O. J. Barth, Anoka, vice president. The 
board of directors in addition to the 
officers and Mr. Johnson includes R. 
B. Wilhelm, St. Cloud; L. V. Dahl, 
Minneota; Ed Lensch, Beaver Creek; 
C. R. Jackson, Detroit Lakes, and R. 
M. Serkland, St. James. 

Aims of the organization as outlined 
in its by-laws are as follows: 

The purposes for which this associa- 
tion is formed is to promote the best 
interests of its members at ali times, 
to work out their problems collective- 
ly, to initiate and foster beneficial legis- 
lation and guard against and prevent 
detrimental legislation, to establish 
equitable rates, to adjust trade rules 
and practices, to guard against discrim- 
inations of all kinds, and to help create 
a more neighborly feeling of coopera- 
tion among its members. 

These purposes are evidenced by the 
following specific problems whose exist- 
ence is clearly impressed on the minds 
of every feed dealer, most of whom 
experience daily their detrimental char- 
acter. 


i. The problem of the portable feed 
mill is one in which every dealer must 
take an active interest. If you have not 
yet experienced its injustice, you have 
no assurance that you will escape it. 
The association will undertake a cam- 


Frank Hamilton 


paign whose aim will be to levy a just 
and equitable tax on the portable mill. 
This campaign may be divided into 
three different efforts: the enforcement 
of existing laws; the interpretation of 
existing laws by the attorney general 
so as to include portable mills under 
the jurisdiction of those laws; and a leg- 
islative campaign to establish new 
methods of taxation, should all other 
efforts fail. 

It shall also be the endeavor of the 
association to seek to clarify the posi- 
tion of the portable mill with regard to 
insurance, covering their liability, the 
liability of their customers, and the 
status of farm fire insurance in con- 
nection with the portable mill. An ef- 
fort will be made to force the portable 
mill operator to carry sufficient and 
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proper insurance, including employers 
and public liability. 

The association cannot legislate the 
portable mill out of existence. The 
method of attack must consist of a cam- 
paign whose result will be the saddling 
of the portable operator with expenses 
which will compel him to discontinue 
operation. 

2. Another major problem of the as- 
sociation will be a campaign to reduce 
and equalize power rates. 

3. With the power that a large mem- 
bership will give to the association, it 
will be in a position to restrict unfair 
trade practices, referring specifically to 
direct selling by manufacturers to con- 
sumers. More clearly, the sale of mill 
feeds and other feeds to consumers and 
stock truckers at the same prices as to 
regularly established feed dealers. 

4. At the earliest convenience, a 
comprehensive study will be made of 
insurance rates and restrictions, and the 
insurance problems of members, with 
a view to lowering of insurance costs. 
This will include all forms of insurance 
to which dealers and millers are subject. 

5. The association wil! make an ex- 
tensive study of freight rates and tar- 
iffs, with a view to economies and to 
the elimination of restrictions placed on 
dealers in certain localities and on cer- 
tain railroads. 

6. The association may in the future 
be able to assist members by the es- 
tablishment of standard and uniform 
accounting systems. 

The associaiton will endeavor to 
establish a closer relationship and a 
more harmonious cooperation between 
members, and between members and 
concerns with whom they deal. 


Message to Dealers 

These and other problems which will 
arise in the future your association will 
stand ready to attempt to solve satis- 
factorily. BUT the association is you, 
and you are the association. It can 
succeed only with the support and co- 
operation of all of the feed dealers. 
Without that support and _ cooper- 
ation, it cannot command the power 
and respect that are necessary for the 
satisfactory solution of these vital prob- 
lems, from which profits will accrue to 
you in the years to come. Let every 
man do his bit and we can put it over. 
Mail your check to your secretary for 
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$10.00 today, in payment of dues to 


May 31, 1933. Your secretary and of- 
ficers are feed dealers like you are. 
They are as much, or more, interested 
than you are and you can rely on them 
to give you the most for your money. 


GUY A. THOMAS, chairman of the 
board, Commander-Larabee Corp., Min- 
neapolis, and Matt C. Belan, general 
superintendent of the company, left 
Minneapolis September 3 for the West- 
ern Coast area to look over several 
milling properties which kave been of- 
fered to the firm for purchase. Com- 
mander-Larabee has no mills in the far 
west. Its present outlay includes 13 
mills with a daily capacity of 30,000 


E. F. MORRIS, who has a broad ac- 
quaintance with the feed trade in the 
East, South and Middle West, has just 
associated himself with the Fruen Mill- 
ing Co., Minneapolis, and will be in 
charge of the sales department of their 
feed business. 


MR. AND MRS. A. V. JAY, Na- 
tional Oil Products Co., Chicago, re- 
ceived a lion’s share of the prizes for 
their skill in the various field events 
held during the recent convention of 
the Grain & Feed Dealers National 
association at French Lick, Ind. Mrs. 
Jay said it made her feel like a bride- 
to-be at a shower once more in view of 
the large variety of useful gifts which 
she and her husband won. 


UILT 


BAGS 


BAG FACTORIES ... 


COTTON 


MILL ... BLEACHERY 


ments. 


much better time. 


perform.”’ 


TALK AsoutT sacs! 


(Quoted from Customers’ Letters) 


“We believe that if we were in the bag 
business we would design and manu- 
facture a suitable ribbon as a reward 
of merit for the handling of these ship- 


‘“‘Had the three cars been handled by 
express, they could not have made 


railroad boys entitled to a pat on the 
back for their handling, but you are 
also entitled to something better than 
that for your ability to get them to 


WERTHAN 


Bag Corporation 


Not only are the 


NASHVILLE 
NEW ORLEANS 
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S. G. SORENSON, Tomah, Wis., 
came to the recent annual fall conven- 
tion of the Central Retail Feed asso- 
ciation with a black eye. Upon ques- 
tioning him it was revealed, however. 
that the reason for the injury was not 
an irate better half but the recoil of a 
shot gun which he used on a hunting 
trip. 


MRS. LLOYD SPRY, wife of Lloyd 
Spry, W. J. Spry & Sons, Granton, 
Wis., died September 27 following 
an operation. The deepest sympathy 
of the trade is extended to the be- 
reaved husband. 


ROBERT DOBIE, Charles Wall and 
W. R. McIntire, all of Minneapolis, 
have purchased the Reitmann-Davis 
Mill Co., Galesville, Wis., and will in- 
corporate under the name, Galesville 
Milling Co. Feeds, rye flour and self- 
rising buckwheat flour ‘will be produced. 
The Galesville mill, one of the oldest 
in Wisconsin, has been idle since last 
October. 


WALTER MANN, Oconto, Wis., is 
representing the Commander-Larabee 
Corp. in Wisconsin. Mr. Mann is well- 
known to dealers in this territory, hav- 
ing called on the trade for many years 
in his previous connections. 

GUS ACKERMAN, Oyster Shell 
Products Corp., St. Louis, treated the 
banquet guests with “Pilot Brand” ci- 
gars at the recent fall convention of the 
Central Retail Feed association held at 
Wausau, Wis. Smokes were also fur- 
nished by C. L. Smith, Marden-Wild 
Corp., Chicago, and W. C. Stephan, 
Strong-Scott Mfg. Co., Minneapolis. 


THE SMITHS usually outnumber 
the other names at conventions but at 
the recent meeting of the Grain & 
Feed Dealers National association at 
French Lick, Ind., the “Steeles” stole 
the show. Three of them were regis- 
tered from different parts of the coun- 
try and none is related to the other. 
They were Mark Steele, Kellogg Grain 
& Elevator Corp., Buffalo, N. Y.; V. A. 
Steele, Chillicothe, Ohio, and Waiter 
N. Steele, Sutton, Steele & Steele, Inc., 
Dallas, Tex. 


OHIO 
J. A. Streicher, formerly with J. F. 
Zahm & Co., Toledo, which recently 


liquidated, has organized a grain and 
seed brokerage company and will oper- 
ate under the firm name, J. A. Streicher 
& Co. 

Mike Mayer and Zacharias Ernst 
have leased the South Main Street mill, 
Monroeville, and are now open for busi- 
ness. 

Atwater Feed & Supply mill, Atwater, 
was robbed of $26.00 recently by bur- 
glars. 

Fred Gears, Pomeroy, has opened a 
new feed store. 

W. D. Rapp & Son have purchased 
the Edgefield elevator, Edgefield. This 
gives the firm elevators at four Ohio 
points. 


Successful Chain Manager Tells 
How He Builds Feed Sales 


By S. O. Blair 


Manager, Farm Service Stores. Inc., Minneapolis 


HILE the feed business is a 
separate and distinct line the 


same laws and rules apply to 

this as to any other line of 
retail business. In the grocery business 
and in the butcher shop and the like 
you find that housewives often rely on 
the judgment of the clerks or the pro- 
prietors of the respective stores with 
which they are privileged to deal. So 
do your feed customers rely on your 
judgment—at least until they have 
found that they have been misled in 
so doing. Recognizing this fact we had 
before us, then, the proper teaching of 
cur men the merits and uses of the pro- 
ducts they have to sell. That has been 
a job which has not been finished nor 
will be finished in all the years in which 
we continue in business. You have un- 
doubtedly learned that knowledge of 
feeds and feeding is varied from year 
to year in keeping pace with results at 
agricultural experimental stations and 
the experimental farms of the larger 
mills so there is an ever changing pic- 
ture before us. 


Carry Complete Stock 

One thing that makes for difficulty 
in this business of educating a manager 
of a feed store is that feeding habits 
and feeding needs vary in different lo- 
calities. While the difference in each 
locality may be slight it means that the 
needs and desires of that locality must 
be fully studied. Then there are likes 
and dislikes among feeders everywhere. 
It is important that anyone in the feed 
business be prepared to give their cus- 
tomers what they want. It has been 
said that one of the reasons for our 
steady growth has been that our cus- 
tomers know that through the fact that 
we carry a complete and rounded out 
stock they can get what they want. We 
carry that complete stock because we 
are of the belief that a customer wants 
what he wants when he wants it and 
if he fails to get it from us and goes 
elsewhere he may be inclined to con- 
tinue to do his trading with someone 
other than us. 


Feeders Want Advice 

A customer who has been seld a pro- 
duct that gives satisfaction is an un- 
conscious salesman for you as feeders 
talk over their experiences among them- 
selves and one man who has had suc- 
cess with a product he has purchased 
from you is likely to influence many 
others to follow his example. Feeders 
are looking for advice and the place 
they seek it today is at the feed store. 
Tf the dealer cannot give it to them 
they go elsewhere and generally do the 
same thing with their business. 

If there is one thing more than any 
other in our organization which has 
kept our customers coming back to us 
it is the knowledge we are constantly 
striving to impart to them in an in- 
obtrusive way through our various man- 
agers. They are taught that when they 


give a customer something which they 
know will not give him the greatest 
value for his money that such a prac- 
tice isn't selling. Any man could do 
the job in that way just as good as he 
could. It requires no mental effort, no 
education, no sales talks, and in the end 
in the face of a lower price offered 
by a competitor there wiil be no cus- 
tomers. 
Display Important 

It is an old axiom which says proper 
display of the goods you have to sell 
increases the sales volume. Customers 
often do not think of purchasing some- 
thing which cannot be seen by them. 
lor that reason we have a display of 
seasonable and profitable items at all 
times in a place where a customer must 
see these items. This display is of 
particular importance if it can be of 
some item which you have advertised. 
Just recently in entering one of our 
stores I found on display on the counter 
a large quantity of 2!4 pound salt bags. 
I saw these in the morning and in the 
evening that pile had almost disap- 
peared. Asking the price I found that 
they were being sold at three for 15 
cents. Of course, that is 5 cents per 
unit but the price three for 15 cents 
sounded just a bit better and in all but 
one case three were taken by each cus- 
tomer. There is a little bit of psychol- 
cgy in this. On asking the price of a 
popular cigarette in a certain cigar store 
you are always told that the price is 
15 cents per package—two for 30 cents 
and for some reason or other it seems 
that most people buy the two packages. 

Feature Some Leaders 

Displays must be made in the pro- 
per place. Small items in grocery stores 
sell most readily when displayed near 
the cash register. The reason for this is 
that everyone who makes a_ purchase 
generally winds up at the cash register 
when they make payment for that pur- 
chase. It is the last point of contact 
in the store. We believe this plan 
vorks just as well in a feed store as 
in any other store on small itent:s. 

There is in the group operation of 
stores today a practice which is termed 
as “buying customers”. How is it done? 
You have heard of loss leaders, of 
course, and the buying of customers is 
done through these loss leaders. The 
lesses that are incurred through the 
sale of leaders are charged directly to 
advertising and this advertising cost does 
not consist entirely of the money spent 
for the printed word. You readily admit, 
of course, that it pays to advertise. Since 
the coming of that medium of telling 
customers what you have it has been 
so successful in the creation of public 
confidence that some products constant- 
ly advertised almost sell themselves. 


Editor’s Note: Mr. Blair delivered the ad- 
dress from which excerpts are published 
herewith at the second annual fall conven- 
tion of the Central Retail Feed association 
heid at Wausau, Wis., Oct. 3. 
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Most everybody in your community 
knows that you are in business so when 
you take a space in your local paper 
telling them that you have all kinds 
of feed and do custom grinding, etc., 
it is an old story and very soon your 
prospective customers will not even 
bother to look up in the paper to find 
out whether you are still in business or 
whether the sheriff has come around 
and boarded up the place. We believe 
if we are going to spend money in pub- 
lications or if we are going to spend 
money for direct mail advertising we 
must have in that advertising something 
which will attract customers to us. 
There is no greater attraction today 
than a price that will represent a sav- 
ing to a possible customer on his pur- 
chase. 


Paint Your Store 


The appearance of a store has a great 
deal to do with whether your custom- 
ers stay by you. If the place to which 
they come to make their purchases is 
cld and dilapidated it may be that 
through years of association or through 
years of coming to that point they have 
no immediate likes or dislikes but you 
may be sure that the younger genera- 
tion who are purchasing from you to- 
day like to go to the place which is 
attractive and fixed up. 

In almost every agricultural state 
today there is a campaign designed to 
show the farmer the importance. of the 
cradication of noxious weeds. For that 
reason every feed dealer today who 
takes any pride in his business at all 
should not allow noxious weeds to grow 
around his place of business. The farmer 
doesn't like to see them. [f you had 
wild) mustard) growing around your 
place of business the farmer knowing 
exactly what a pest this happened to 
be on his farm would look upon the 
growth of these plants with abhorrence 
and rightly so. Therefore, when you 
have cleaned up the mill, painted the 
outside of the building, rearranged your 
office, the job is not done until you 
have taken care of the surroundings 
so that noxious weeds are not allowed 
to grow. 

In several feed stores are old items 
of stock which are very noticeable. It 
is well realized in our organization that 
when you have something in stock 
which does not move, instead of making 
you money it is actually costing you 
money not only in the inventory losses 
which you are likely to take by reason 
of changing market conditions but be- 
cause of the space required in which 
to store that slow moving item and the 
interest on the investment which you 
have in it. No dead stock should be 
kept at any time. If it is necessary to 
get rid of it even though you sacrifice 
it at a price which does not permit of 
a profit, then you really made money 
because you can fill that space with 


(Continued on Pege Twenty-three) 
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Mr. Lord delivered this address at the re- 
cent Grain & Feed Dealers National associa- 
tion convention at French Lick, Ind. 


ROBABLY one of the biggest fac- 

tors affecting the farms of this 

country today, and that affects the 
teed business, is what we are calling 
the “Back to the Farm Movement.” 
Such movement has always occurred in 
periods of depression and the reasons 
why it happens are obvious. 

I had the opportunity recently of 
looking over and reading the conclu- 
sions of 20 college professors and agri- 
cultural leaders on the subject. They 
were confidential opinions, not intended 
for publication. There was no uniform- 
ity. They ranged all the way from 
the man who thought the back to the 
farm movement was an unmixed bless- 
ing to the fellow who thought it was 
curse. 

Piobably somewhere between these 
two opinions is the proper valuation 
of the movement. That it is a prob- 
lem is easily seen by the fact that in 
3ell county, Kentucky, more than 2,000 
families have moved back in the last 
three years and the resources of the 
county are going to be taxed to the 
utmost to provide school facilities and 
assistance for those who have come 
back not sufficiently equipped for the 
battle they must face. 

Only about 10 per cent moving back 
te the farm are going on to land owned 
or recently purchased. It is estimated 
that 20 per cent are going back to live 
with either the parents of the husband 
or wife. The balance are just going 
back without any definite plan con- 
cerning prospects of success or failure 
in finding suitable location. 

It is my opinion that the net results 
of this back to the farm movement will 
be favorable for the feed business, es- 
pecially, if the higher value for farm 
products continued, but it is going to be 
a big problem and the solution is not 
yet in sight. 

One of the chief effects of the re- 
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duced prices on all commodities, which 
has existed in the last three years, has 
been a tendency towards the localiza- 
tion of business. This applies to 
practically ali lines and particularly so 
to the feed business. The reason is 
not hard to find. Years ago most of 
the dairy feed that was shipped out of 
Ohio and Indiana, for instance, went 
to the Eastern states and New England. 
Today the tonnage moving there is only 
a very small proportion of that which 
is made here. Six or seven years ago 
about 95 per cent of the alfalfa meal 
which we used in this part of the coun- 
try was shipped to us from the West, 
particularly from Colorado. Today, 
praciically none is shipped in from 
there, except leaf meal of very high 
quality which cannot usually be pro- 
duced in this section of the country. 

The shift in the source of eggs sup- 
ply of the four principal markets, New 
York, Boston, Philadelphia and Chicago 
illustrates what is happening. During 
the first six months of this year with 
a decline of 193 per cent in receipts 
at these markets, the South Central 
states showed an increase of 29 per 
cent, while the Pacific Coast, eggs that 
have heretofore been whipping all com- 
petition, showed a decline of 32 per 
cent. 

High Freight Rates 

The principal reason for this shift 
is the high percentage of the price of 
the commodity which freight rates ab- 
sorb at the present time. Bringing 
meal in from the West on an $8.00 or 
$10.00 rate was not prohibitive when 
that meal was worth in the neighbor- 
hood of $40.00 per ton, but it is abso- 
lutely out of the question to profitably 
do so when the meal is selling at from 
$15.00 to $20.00 per ton delivered. In 
a period of heavy production or over- 
production of most feed commodities, 
this factor of high freight rates has a 
great bearing on the distribution and 
movement of feed. 

I think we should all work for uni- 
formity in state feed laws—or at least, 
get them as nearly uniform as we pos- 
sibly can. The differences in these 
laws and the different construction put 
on them by the various feed control 
officials, who have had the administer- 
ing of these laws, has been quite a prob- 
lem to any concern that did more than 
an intra-state business. 

One of the things that has greatly 
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Back to Farm 
Movement 


Will Boost Feed 
Business 


C. Lord 


changed the feed business in the last 
15 years has been the disappearance of 
horses and mules from the city. Eigh- 
teen years ago it required 100,000 tons 
of feed and hay to maintain the horses 
and mules in Cincinnati alone. Today 
the requirements have shrunk to be- 
tween 3,000 and 4,000 tons. At the 
same time, the number of horses on 
the farm has decreased about 30 per 
cent in the last ten years from 19,000,- 
000 in 1920 to 13,000,000 in 1930. Dur- 
ing the same period the number of 
mules remained stationary, which is 
about 5,000,000. The horses and mules 
have probably disappeared from the city 
for all time. There is an indication at 
the present time that the use of horses 
and mules on the farm may increase. 
Milk Production Lower 

It is interesting to note that although 
this year we have had an increase in 
the number of dairy cows of from 
3 to 4 per cent, there has been an ac- 
tual decrease in the amount of milk 
produced of about 1 per cent. This 
was due to the lower production per 
cow which has prevailed all this sea- 
son and which in turn was caused by 
less efficient methods of production and 
a decrease in the amount of concen- 
trates fed the dairy cows and this in 
turn, was due to the fact that the prices 
paid for dairy products were so low 
that unless the man had most efficient 
producers, he could not break even. 
Many lost money and a very few have 
been able to make money. A recent 
report of the University of Kentucky 
showed that even at the present low 
cost of feed, the most efficient herds- 
men of which they had record, pro- 
duced butter fat at 13 cents per pound 
and they averaged seven good herds- 
men on which they kept records at 21.6 
cents per pound, just at a time when 
butter fat was selling on the market 
at prices ranging from 12 cents to 17 
cents per pound. 

The last census disclosed some in- 
teresting facts. In 1920 we had in round 
numbers 19,700,000 dairy cows and they 
produced 7,800,000,000 gallons of milk, 
or an average of 397 gallons per cow. 
In 1925 we had practically 21,000,000 
dairy cows and they produced 9,198,- 
000,000 gallons of milk or an average 
of 440 gallons per cow. In 1930 we 
had 21,000,000 dairy cows and they pro- 
duced 11,000,000,006 gallons of milk or 


(Continued on Page Twenty-five) 


i 
3 
4 
N 
4 
4 
4 


S| 


Depend on NOPCO 
during the 


DARK 


~ B30 DAYS X 24 HOURS 


TOTAL HOURS PER MONTH 


MONTHS 


This Sunshine Chart is an average of a quarter of the 
country. Actual conditions at any given locality will 
vary somewhat, but will follow these curves closely. 
Valuable hours of sunshine are surprisingly de- 
creased during the DARK months ahead. 


oom days with increasing cloudiness are ahead. September through 
March are the DARK months, the hours of sunlight being reduced as 
much as 175 hours per month compared with summer conditions. This means 
that poultrymen can’t depend on sunshine as a source of Vitamin D for egg 


production. Yet during these winter months when egg prices are best, they 
expect heavy production. 


You can solve this problem for your customers by mixing Nopco XX in 
your egg mash. Because of its high, standardized vitamin potency, it is not only 
more dependable than straight unfortified oils, but it is also cheaper to use. 


Complete details and prices on Nopco XX will be sent on request. 


NATIONAL OIL PRODUCTS COMPANY, INC. 


BOSTON - SAN FRANCISCO - CHICAGO 
EXECUTIVE OFFICE: 38 ESSEX ST., HARRISON, N. J. 
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WISCONSIN MILK HIGHER 

Milk prices gained four cents in Au- 
gust over the July level in Wisconsin, 
according to a report of the state de- 
partment of agriculture and markets. 
Poultry and egg prices also showed a 
decided advance. The seasonal rise in 
dairy product values has now carried 
the Wisconsin milk prices to a point 
six cents higher than the year’s low 
mark established in June. While the 
gains in milk prices this summer do 
not equal last summer’s sharp advance, 
the seasonal gain has been larger than 
normal. Farm prices of Wisconsin 
livestock worked lower during August 
but are still above the low levels es- 
tablished before the sharp July rise in 
livestock prices. 


CORNHAY WEAKLY NEWS 

Judd Perkins has bought himself a 
rooster again, since those political 
speeches that used to wake him every 
morning over the radio have been stilled 
by the primary election. 

The medicine show last Tuesday 
evening was interrupted by a flock of 
moths which darkened the inside of 
the tent when Joe Jenks opened his 


Every Quaker 


Striped 


Sack 


Money-Maker 


You profit when you help your customers make 
money, so don’t miss a chance to sell Quaker 


Feeds, the profit-builders. 


Successful farmers, 


dairymen and poultry men say that all kinds 
of live stock pay better when fed from the well- 


known Quaker striped sacks. 


There are special 


Quaker Feeds, prepared from long-tested formu- 
las, for dairy herds, cattle, hogs and poultry. 
This complete line is bound to attract steady 


all-year buyers. 


If you aren’t already taking 


advantage of it, we’ll be glad to send you full 


information. 
from us soon. 


Just drop us a card. You’ll hear 


THE QUAKER OATS COMPANY, CHICAGO, U.S.A. 


BUY QUAKER FEEDS 


IN STRIPED SACKS 
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pocketbook to pay for a bottle of Shur 
Kur rheumatism ointment. 

The Cornhay council voted to post- 
pone painting the town hall for another 
year, the large number of flies this year 
having graciously contributed that item. 

The annual shipment of rock salt has 
arrived and will be distributed among 
the citizens prior to Hallowe’en night. 


DIFFERENCE OF OPINION 


Judge: “You say that you are the 
sele support of your widowed mother, 
your father having been recently kiiled 
in an explosion. How did the explo- 
sion happen?” 

Andrew: “Mother thinks it was too 
much yeast but Uncle Jim says it was 
too little sugar” 


* 
REJUVENATED 
Grandpa (awakening from gland oper- 
ation): “Dear me, I just know I’m 
going to be late for school again.” 
* * 


CORRECT, SIT DOWN 
Teacher: “Where is the capital of 
the United States?” 
Smart Student: “All over the world!” 
* * * 
THAT FAMILIAR TOUCH 
Outside the storm raged. The deaf- 
ening thunder rolled and _ lightning 
flashes split the sky. Presently a bolt 
struck Jones and knocked him out of 
bed. He rose, yawned, rubbed his eyes 
and said, “All right, dear, I'll get up.” 
COMPLETE COURSE 
First Neighbor: “What is your son 
taking at college?’ 
Second Neighbor: “All I’ve got.” 
A hick town is where there is no 
place to go that you shouldn't. 
*x* * * 


PAPER LOSS 

Rastus: “Boys, I done lost a lot ob 
money las’ night rollin’ dese here 
bones.” 

Chorus: “Dat so. 
done lose?” 

Rastus: “A hunnerd and _ six-seben 
dolla’s and fo’teen cents.” 

Chorus: “Golly, Rastus, dat am a 
lot o’ money.” 

Rastus: “It sho am and de wurst of 
it was, de fo’teen cents was cash.” 

UNDERCLOTHED 

A horse dealer was trying to sell a 
farmer an animal afflicted with the 
heaves. “Hasn’t he got a fine coat,” 
he said. “Isn’t he a dandy.” 

“His coat’s all right,” replied the pro- 
spective customer, “but I don’t like his 
pants.” 


How much yo 


| \ Carefully Sifted for Feed Dealer Consumption _/4 


Speakers Flay Federal Farm Board 


At National Convention 
Grain, Feed Men Elect Booth President 


F the capitol building at Washing- 

ton, D. C., felt a tremor recently 

it was probably the result of the 
cannonade directed against government 
interference in business by the Grain 
& Feed Dealers National association, at 
the 36th annual convention, held at the 
Irench Lick Springs hotel, French Lick, 
ind., September 19, 20 and 21. 

One speaker after another thundered 
out condemnations against the federal 
farm board which was virtually burned 
in effigy. Only during the golf tour- 
nament and other entertainment feat- 
ures of the convention was there a ces- 
sation in the bombardment. 

Booth Elected President 

George A. Booth, Lamson Brothers 
& Co., Chicago, was elected president 
of the organization to succeed Hugh 
A. Butler, Butler-Welsh Grain Co., 
Omaha, Neb. F. A. Derby, Derby 
Grain Co., Topeka, Kans., was named 
first vice president; Walter M. Moore, 
Covington Grain Co., Covington, Ky., 
second vice president, and Charles 
Quinn, Toledo, Ohio, was reelected sec- 
retary and treasurer. 

The convention opened with an in- 
vocation by the Rev. A. M. Copeland, 
Paoli, Ind. I. E. Woodard, vice presi- 
dent of the Indianapolis Board of Trade, 
Indianapolis, welcomed the grain and 
feed men and the response was given 
by Frank A. Theis, Kansas City, Mo. 

The devastating barrage against the 


federal farm board was launched by 
Peter 3B. Carey, president, Chicago 
Board of Trade, Chicago. Excerpts 


from his talk are published elsewhere 
in this issue of The Feed Bag. 

In his address which followed Presi- 
dent Butler fired point blank at the 
federal farm board and blamed it, in 
a large measure, for the present eco- 
nomic distress of the farmer and the 
grain and feed industry. He assailed 
the political quackery which has been 
forced down the throat of the nation 
in an attempt to cure its ills and main- 
tained that the grain industry under 
its former set up was the best friend 
of agriculture. 

Farmer’s Best Friend 

“The farmer has not and cannot have 
any group more desirous of his pros- 
perity than those of us whose sole 
source of revenue depends upon that 
prosperity,” he declared. “Some busi- 
nesses can and do prosper when agri- 
culture is depressed, but ours never can. 
We survive or perish with the farmer, 
therefore our desire for improvement in 
the prices obtained for his products is 
fundamental. We know and the people 
are generally beginning to realize that 
the agricultural marketing act was 


merely a false beacon which lured the 
innocent to destruction.” 

Mr. Quinn, secretary of the asso- 
tion, in his annual report briefly re- 
viewed the fight of the grain trade 
against the federal farm board and its 


Hugh A. Butler 


Mr. Butler gives up the reins of the as- 
sociation to George Booth, the newly elect- 
ed president. 


agencies and outlined other legislative 
activities of the organization. He 
warned grain and feed men against the 
domestic allotment plan for farm relief 
incorporated in the much discussed Nor- 
beck bill, and predicted that it had a 
good chance of passing in the next ses- 
sion of congress unless effectively op- 


posed. Presentation of booster prizes 
and the appointment of convention 
committees concluded the morning’s 
session. 

Sydney Anderson, vice president, 


General Mills, Inc., Minneapolis, opened 
the following day’s program with a dis- 
cussion on the Norbeck bill. His talk 
is published elsewhere in this iSsue of 
The Feed Bag. 
Assails Farm Board 

The farm board propaganda that has 
flooded congress was condemned by M. 
J. Hart, member of congress from the 
eighth Michigan district, Saginaw, Mich. 
He declared that many of the speeches 
delivered by congressmen were written 
by farm relief propagandists and quoted 
from the congressional record to show 
that identical talks were delivered by 
different congressmen on the same day. 

“These speeches,” said Mr. Hart, 
“were written by a professional propa- 
gandist hired by the farm board and 
after publication in the congressional 
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record had given them official flavor 
they were broadcast to farmers in an 
effort to gain their support for govern- 
ment sponsored cooperatives and thus 
make possible the continuing of many 
lucrative jobs.” 

Effects of the operations of the farm 
board on the cotton industry were an- 
alyzed by J. W. Garrow, Houston, Tex. 
He traced the development of the relief 
movement and lamented the demoraliz- 
ing effect which the plan has had on 
the cotton industry. 

The session was concluded with re- 
ports of the legislation, transportation, 
trade rules, membership and _ rejected 
applications committees. 

Government Choking Farmer 

Bombardment of the farm board was 
resumed on the following morning by 
Thomas R. Cain, president, Farmers 
Grain Dealers Association of Illinois, 
Jacksonville, Ill, who introduced him- 
self as a practical farmer. 

“T assert,’ he declared. “that the 
farm board’s demand that we cut down 
on production, plow up every third row 
of cotton and kill living animals was 
not to aid agriculture, but was the 
sabotage of political racketeers, seeking 
to hide their own failings. I charge 
that it entered upon a deliberate cam- 
paign to destroy the farmer-owned and 
farmer-controlled cooperatives, while it 
built up with the taxpayer’s money, a 
monopoly under government control 
which has brought the lowest level of 
farm prices ever known. Agriculture 
cannot survive with the death hand of 
government clutching at its throat.” 

The reaction of foreign countries to 
the American agricultural act was dis- 
cussed by C. V. Imbs, former president 
of the Merchants Exchange, St. Louis. 
He was followed by Lyle C. Lord, man- 
ager, feed department, Early & Daniel 
Co., Cincinnati, Ohio, whose address is 
published elsewhere in this issue of The 
Feed Bag. 

The business activities of the conven- 
tion were terminated with the reports 
of committees and election of officers. 

During the afternoons of the conven- 
tion feed and grain men competed in 
various field contests and golf. The 
opening day’s entertainment features 
were under the direction of a profes- 
sional entertainer and furnished much 
amusement for the spectators as well as 
those who participated. 

Despite a driving rain on the second 
afternoon of the convention more than 
60 men took part in the golf tourna- 
ment. The Boston trophy, coveted first 
prize, was won by E. Rosenbaum, Jr., 
Rosenbaum Grain Co., Chicago. Peter 

(Continued on Page Thirty) 
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ntal Mixers Bucket Elevators Molasses Mixers Pulleys Attrition Mills 


Will Fall, 


the biggest feeding Season of the year 
find you equipped to 
mix and grind feed? 


NEVER was time more opportune for the estab- 
lished miller or feed dealer to help farmers cut feed 
bills. Chance for profitable action was never greater. 
At present machinery prices a modern grinding and 
mixing unit can be installed for a surprisingly small 
investment. Such a unit will increase your concen- 
trate sales, add custom grinding and mixing charges 
to your revenue. draw local farmers to your mill- all 
without much increase in your overhead charges. 


Sprout, Waldron builds America’s most complete line 
of Feed Grinders, Mixers, Corn Cutters, Scalpers and 
other Feed Mill equipment. Without cost or obliga- 
tion we will be glad to give you dependable informa- 
tion and recommendations on such equipment you 
might need to profit most from the Fall feeding sea- 
son. Your request for information will receive our 
most careful attention. 


Vertical Mixers 


SPROUT, WALDRON & CO., Inc. 


1202 SHERMAN ST. 
MUNCY, PA. 


Complete Engineering and equipment service for 
Flour Mills, Feed Mills and Grain Elevators. 


- THE MONARCH LINE. 


V-Belt Drives Dust Collectors Rice Mill Machinery Crushers Sprockets 
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44% 
COLLECTIONS Fall frosts have marked the advent of another feeding 
IN SEASON season. There is less to eat on the pastures and more 


feed required in the barn. The feed trade is looking 
forward to increased business. 


For many dealers, however, increased business is likely to result in larger 
book accounts. Farmers get no easier credit than that permitted by their feed 
dealers and they have been taking advantage of this fact for so long that num- 


bers of dealers no longer have sufficient free working capital to carry on effi- 
ciently. 


Such a condition is unhealthy for the entire industry. It shouldn’t even 
please the competitors of the unfortunates. It should serve all as a warning 
that more stringent credit practices are necessary — that it is better to say 
“no” and risk losing a few customers than to say ‘‘yes’’ and lose your business. 


The question: When is a customer no longer an asset? is hard to answer. 
We like to give our customers the benefit of any doubt but there is a definite 
dividing line which we should determine and permit to guide us accordingly 
in every case. 


When an account is 60 days past due, collection experts advise, the chances 
of getting your money are still very good. At 90 days, the chances are about 
90 per cent; 120 days, 80 per cent, and six months, 50 per cent. A customer 
who owes a bill for six months could hardly be considered an asset or justly 
entitled to further credit. 


The fall months should be a period during which to push collections as 
well as merchandising. At this season, the farmer realizes on his cash crops, 
his summer milk checks have been most profitable, his returns on poultry are 
greatest and he has no taxes to pay. If the average farmer can’t pay his bills 
in the fall, he can’t pay them at any time. 


Every feed dealer who isn’t on a cash basis should clean up his book ac- 
counts this fall before he can expect any clean-up in increased business. This 
is the best time to get the money and it is the time when higher feed prices 


and the necessity of carrying larger and more complete stocks require increased 
working capital. 


By this editorial, THE FEED BaG does not wish to discourage aggressive 
merchandising effort. We are seriously concerned, however, with the feed 
trade’s growing book account problem which is threatening the very life of our 
industry. Our reminder is, therefore: this is a time when every farmer should 
be most able to pay his bills. Our suggestion is: couple your sales efforts with 
an aggressive collection campaign. Get your share of the money which you 
helped the farmer earn — supplying him with your feeds, fertilizer, seeds and 
service — before it is all gone. 


DAVID K. STEENBERGH. 
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You Gain an Extra 


SALES POINT 


When You Register a Feed with Dry Skim Milk 


DRY SKIM 


USE AT LEAST 


10% in Chick Starter 
+% in Growing Mash 
5% in Egg Mash 
10% in MashforHighQuality Eggs 


10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal Consult A. D. M. 1. 


Feed Service Depart- 


10% in Pig Me al ment for special uses 


of all kinds » » » 


You Must Use MILK to 
Get MILK RESULTS 
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The dry milk idea is growing. Its acceptance is widespread. 
No longer does the word “skim” deceive the feeder who knows 
that Dry Skim Milk is all food—knows, too, the enviable record 
of this convenient feed ingredient in carrying nourishment to all 
live stock, from the smallest to the largest. Consider the Govern- 
ment figures for Dry Skim Milk’s increasing use—94.6% increase 
for the first half of 1932 over the corresponding period in 1930 
—nearly double. 

Thus, in registering your feeds, you are really advertisizg a 
strong sales point when the dry milk content is listed. As a non- 
partisan organization (not for profit) this Institute is committed 
to a policy of spreading a better knowledge of the facts about Dry 
Skim Milk. Our educational work therefore helps you when you 
have registered your feeds as including this vaiuable element. 
Let us tell you the food values, the variations of formulae, and 
the amazing results with which your selling story will be hooked 
up as a user of Dry Skim Milk. Our information is sent freely, 
without obligation. 

Two new bulletins of particular interest are Washington Experi- 
ment Station Bulletin 273 on Calf Feeding, and Missouri 
Experiment Station Bulletin 309 on Poultry Fattening. 


Check the bulletins you desire on the coupon below, and mail it to us. 


AMERICAN DRY MILK INSTITUTE, INC. 
Room 1314, 221 N. La Salle Street, Chicago, Ill. 


Please send me your bulletins on the use of Dry Skim Milk in feeds, as checked below : 
C Milk in Feeds (J Vitamins and Dry Skim Milk ( Rabbit Feeding 


LJ Quality of Proteins J Chick Starting Mash LL Calf Feeding 


Name 


American Dry Milk Institute, Inc., Room 1314—221 N. La Salle St., Chicago. Hl. 


Pig Feedi: ( Egg Mash (3 parts) {) Poultry Fattening 


Company. 


Address 
City : State. 
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Merchandising School Is Feature 


Ot Pennsylvania Convention 
R. M. Hartzell Elected President 


ALKS on practically every phase 

of the industry were heard by 

members of the Pennsylvania Mill- 
ers & Feed Dealers association at the 
55th annual convention which was held 
at the Americus hotel, Allentown, Pa., 
September 14, 15 and 16. Attendance 
was the largest in years. 

R. M. Hartzell, Chalfonte, was elected 
president of the organizaion to succeed 
J. E. Lentz, Laurys Station; W. K. 
Harlacher, Highspire, was chosen first 
vice president; A. R. Selby, German- 
town, Md., second vice president, and 
E. J. Eshelman, Lancaster, treasurer. 
George Stuart, Harrisburg, was reelect- 
ed secretary and George Godshalk, Ban- 
gor; C. Y. Wagner, Bellefonte; H. J. 
Lerch, Treichlers; H. A. Appenzellar, 
Chambersburg; S. F. Sensenig, Lancas- 
ter, and Mr. Lentz were named on the 
board of directors. 

The delegates were welcomed to Al- 
lentown by General F. D. Beary, com- 
missioner of police, with Harry Lerch, 
Treichlers, Pa., responding at a_ brief 
session held on the first evening of the 
convention. 

In his opening address on the follow- 
ing morning Mr. Lentz recommended 
the engagement of a full-time secretary 
for the organization. He stressed the 
importance of keeping posted on prices 
and new problems in striving for suc- 
cess in the feed and milling business 
and appealed to the members to interest 
other millers in the association. The 
president’s address was followed by re- 
ports of the secretary and treasurer. 
After a brief discussion on association 
activities, C. W. Sievert, American Dry 
Milk Institute, Chicago, spoke on “Milk 
and Its Place in Feed Mixtures.” His 
talk is published elsewhere in this is- 
sue of The Feed Bag. 

College Professor Talks 

Importance of manufacturers and 
dealers acquainting themselves with the 
problems of the consumer in feeding 
and care of livestock and poultry was 
stressed by Dr. J. E. Hunter, Penn- 
sylvania State college, in an address on 
“Compounding Poultry Feeds.” 

“The feed dealer or commercial feed 
mixer of today,” he said, “must know 
more than just feed selling and feed 
mixing. He needs to know much con- 
cerning the nutrition and health habits 
of the livestock that will eventually con- 
sume his product. The feed dealer 
should be a good poultryman, cattleman, 
dairyman and hog man if he is going 
to sell feeds to these classes of farmers. 

“He should be familiar with the prin- 
ciples of poultry feeding and with the 
part that each ingredient plays and he 
should know something about the nu- 


tritional diseases and disorders and 
about the cause and common control 
of poultry diseases.” 

Dr. Hunt enumerated the essential 1n- 
gredients of a good poultry ration, 
classifying them as protein fats, car- 
bohydrates, vitamins and minerals and 


George Stuart 


explaining the sources and functions of 
each. He answered several questions 
asked from the floor following his talk. 
J. L. Ferguson, J. L. Ferguson Packag- 
ing Co., Joliet, Ill., concluded the ses- 
sion with a discussion of “Packaging 
Machinery for Flour Mills.” 

“Every household,” he declared, “will 
require some flour in order to make 
hiscuits, soup, or gravy and an attrac- 
tive package with proper directions will 
be the thing they want. In my opinion, 
the day is not far off when such items 
as coal and meat will be packaged.” 

Mr. Ferguson maintained that pack- 
aged goods were especially appealing to 
the dealer and manufacturer from the 
standpoint of greater profits Which are 
made possible by marketing the product 
in smaller quantities at premium prices. 


Blank Is Best Golfer 
Laying aside their business cares the 


men gathered at the Lehigh Country 
club in the afternoon and competed for 


prizes in bowling and golf, while the la-. 


dies exhibited their skill at bridge. Ed- 
gar Blank, Buffalo, took honors for low 
score in the golf tourney. A. S. Purves, 
Minneapolis, copped second prize; W. 
B. Barnitz, Carlisle, third, and Charles 
Waldron, Sprout, Waldron & Co, 
Muncy, fourth. Bowling honors went 
to E. E. May, Chambersburg, while S. 
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Barshinger, Red Lion, took second 
place. 

Awards for auction bridge were won 
by Mrs. F. D. Baird, Philadelphia; Mrs. 
F. W. Behrens, Philadelphia, and Mrs. 
F. H. Thomas, Pittsburgh. Prizes in 
contract bridge went to Mrs. M. F. 
3robst, Chicago, and Mrs. W. W. 
Kuntz, Treichlers, Pa. 

In the evening the dealers and mill- 
ers assembled for the annual banquet. 
Entertainment was furnished by a male 
chorus composed of employees of the 
Flory Milling Co., Bangor. 

The dealers went to school Friday 
morning to attend the merchandising 
classes conducted by Gus Holland, Al- 
lied Mills, Inc., Chicago; M. F. Brobst, 
Health Products Corp., Chicago, and 
C. L. Jaycox, Mumm-Romer-Jaycox ad- 
vertising agency, Columbus, Ohio. Mr. 
Brobst opened the session with a lec- 
ture on “Making Sense of Feeding 
Science.” 

“Too many people think of feeding 
just as a matter of filling the stomachs 
of poultry and livestock,” said. 
“There is really a science of feeding 
and before any real success in feeding 
is achieved, that science must be ap- 
plied. But to apply this science it must 
be placed before the feeder in a way 
he can understand. It does not pay 
to use words and scientific terms that 
go over the heads of the listeners.” 

Mr. Jaycox, the second “professor” 
of the school, devoted his address to 
advertising and pointed out that a smile 
and courteous attention, which cost 
nothing to the dealer, were two of the 
most important assets in gaining sales 
and winning the confidence of custom- 
ers. He also stressed the importance 
of a neat appearing store and well ar- 
ranged window displays and advised 
feed men and millers to take advantage 
of the advertising literature and sales 
helps distributed by manufacturers. 


Holland Gives Sales Tips 


Mr. Holland wound up the school 
session with an inspiring address which 
was crammed from beginning to end 
with modern merchandising ideas. He 
told the dealers to make a_ personal 
survey of their trade territories to de- 
termine the amount of potential busi- 
ness and urged them to cooperate close- 
ly with 4-H clubs and other agricultural 
organizations in their localities. He 
stressed the importance of regular, well- 
planned advertising, testimonials from 
satisfied customers complete stocks, and 
sales building contests. 

The merchandising school conducted 
by Mr. Holland, Mr. Jaycox and Mr. 
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George A. Booth 


Mr. Booth, Lamson Brothers & Co., Chi- 
cago, is the new president of the Grain & 


Feed Dealers National association. He was 
elected at the recent convention at French 
Lick, Ind., where Mr. Anderson, vice presi- 
dent, General Millis, Inc., Minneapolis, one 
of the speakers, delivered the talk published 
herewith. 


HE Voluntary Domestic Allot- 
ment Plan. also known as the 
Norbeck bill, does one thing, 
and only one thing. It levies 


a tax on all the consumers for the sole 
benefit of the producers of wheat, cot- 
ton and livestock. 

It is an attempt to find a legal meth- 
ed of robbing Peter to pay Paul and 
to set up the machinery for doing it in 
such a way that Peter will not know 
he is being held up. The acceptance 
of the proceeds of the tax on the part 
of the farmer is voluntary. The pay- 
ment of the tax by the consumer is in- 
voluntary. 

The bill establishes equality for agri- 
culture by tearing down the purchasing 
power of the wage earner to increase 
the purchasing power of the producer 
of wheat, cotton and livestock. 

It is justified by its proponents as 
a measure to make the tariti effective 
on agricultural products and yet it ap- 
plies to cotton on which there is not 
now and never has been a tariff. 

Tool of Farm Board 

The allotment plan is to be admin- 
istered by the federal farm board. The 
plan becomes effective as to any farm 
commodity covered by it only after the 
farm board has ascertained by a vote 
of the producers of the commodity that 
60 per cent of them are in favor of 
putting it in operation. 

When the board has taken the vote 
and has determined that the producers 
of a commodity covered by it desire 
to have it become operative, the board 
is required to levy a tax or “tariff ad- 
justment charge”, as it is called in the 
bill. on the manufacture, processing or 
distribution of wheat (or cotton or 
livestock) which charge when added to 
the estimated unit price to be received 
by the producer on the next year’s crop 
will produce a price equal in purchas- 
ing power to the prewar purchasing 
power of the commodity. 

The purchasing power of a commod- 
ity means the amount of other com- 
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Domestic Allotment 
Plan Devised 
For Robbing Peter 
To Pay Paul 


By Sydney Anderson 


modities which the price of the first 
commodity will buy at any given time. 
for example, if the price of a certain 
machine before the war was $75 and 
the price of a bushel of wheat was $1.00, 
it required 75 bushels of wheat to buy 
the machine. If now the price of the 
machine is $60 and the price of wheat 
is 40 cents per bushel, it requires 150 
bushels of wheat to buy the same 
machine. 

In order to bring the present pur- 
chasing power of the price of wheat 
up to the prewar purchasing power it 
would be necessary to raise the present 
price 20 cents a bushel, that is, from 
40 cents to 60 cents, so that 100 bush- 
els of wheat will now buy the machine 
as before the war. The Norbeck bill 
in effect proposes that this additional 
20 cents per bushel, or whatever sum is 
required (not to exceed the tariff of 
42 cents a bushel) shall be secured by 
levying a tax of this amount on every 
bushel of wheat consumed in the United 
States. 

For legal reasons and for convenience, 
this tax is technically levied on the pro- 
cessing, manufacturing or distribution 
of wheat and paid in the first instance 
by the manufacturer who will pass it 
cn to the consumer. This tax is called 
“the tariff adjustment charge” and may 
not, in the case of any of the commo- 
dities covered by the bill, exceed the 
amount of the tariff, or in the case 
of cotton, the sum of 5 cents a poun 
which is specifically provided by the bill. 

Since the tax can only be imposed 
if 60 per cent of the producers of the 
commodity vote to put the allotment 
plan in operation as to that commod- 
itv, the bill delegates to the producers 
of wheat, cotton and livestock the power 
to levy, for their own advantage, a tax 
on all the consumers of wheat. 

The bill also delegates to the farm 
board the power to determine the 
amount of the tax, the persons or cor- 
porations who will pay the tax and 
whether the tax applies to processing, 
manufacture, sale or distribution. 

When the “tariff adjustment charge” 
or tax has been determined by the farm 
hoard, the board must then determine 
the amount of wheat (or cotton or live- 
stock) which will be consumed during 
the next crop year in order to allot to 
each producer of wheat (or cotton or 
livestock) his proportion of the total 
consumption upon which he will be en- 
titled to the payment of “tariff bene- 
fit". 

When the amount of wheat (or cot- 
ton or livestock) on which the “tariff 
adjustment charge” will be paid has 
heen determined by the board. the board 
@pportions or allots the total amount 
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to each state on the basis of the aver- 
age planted acreage of that state for 
the preceding five years and the aver- 
age yield per acre (or production of 
livestock) of the state for the preced- 
ing 25 years. 

lf, for example, the board determined 
that the total wheat consumed, and ex- 
ported as flour during the next crop 
year, on which the “tariff adjustment 
charge” would be paid, would be 600,- 
000,000 bushels and if the average acre- 
age of wheat planted in the state of 
Kansas during the preceding five years 
was 15,000,000 acres and the average 
vield in Kansas for the preceding 25 
years was 10 bushels per acre, Kansas 
would be allotted 150,000,000 bushels. 

If then the actual crop outturn for 
the country as a whole turned out to 
be 800,000,000 bushels and the outturn 
in Kansas turned out to be 200,000,000 
bushels, the Kansas farmer would re- 
ceive “tariff benefits” to the amount of 
the tax on three-fourths of his produc- 
tion. 

When the farm board has determined 
the amount of wheat to be allotted to 
each state, the allotment certified 
ky the board to a state allotment com- 
mittee which apportions the state al- 
lotment to the counties within the state 
on the basis of the average planted acre- 
age of those counties for the past five 
years and the average yield for the 
past ten years in the same way as the 
farm board allotted the total estimated 
consumption to the states. These coun- 
ty allotments are certified by the state 
allotment committee to voluntary coun- 
ty committees who allot the total coun- 
ty allotment to individual producers on 
the basis of their average production 
for the past five years. 

Disputes between producers with re- 
spect to their allotments may be ap- 
pealed to the state allotment commit- 
tee established by the board. 

What happens in case of the dissatis- 
faction of a producer with the allotment 
determined by the county board is not 
indicated in the bill. 

Provisions of Contract 

When the individual allotments to 
producers have been determined, these 
allotments are certified by the county 
committee to the state committee and 
by the state committee to the farm 
board. The allotments to individual pro- 
ducers having been made and certified, 
the board is authorized to enter into 
a contract with the individual producer 
which shows his average production of 
the commodity for the preceding five 
years upon which he will be entitled 
to the payment of “tariff benefits” out 
of the proceeds of the “tariff adjustment 

(Continued on Page Twenty-three) 
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Central Dealers Gain Many Ideas 
At Annual Fall Meeting 


Determined to Make More Profit This Season 


ITCHING their belts with the 
determined purpose of making 


more money in the feed busi- 


. ness this season, a_ serious 
group of dealers came to the sec- 
ond annual convention of the Cen- 
tral Retail Feed association at 


the Wausau hotel, Wausau, Wis., Oc- 
tober 3. They sat intently through the 
sessions and took every opportunity to 
gain the many new ideas on merchan- 
dising and management presented by 
the speakers. Confidence in the future 
of the feed business was expressed on 
every hand and from all indications the 
profit columns of many feed stores are 
due for a substantial swelling. 

The convention opened with an ad- 
dress of welcome by H. H. Humphrey, 
Northern Milling Co., Wausau, who 
directed arrangements for the meeting. 
Response was accorded by Edson Da- 
vis, Northern Supply Co. Retail Stores, 
Inc., Amery, who presided during the 
meetings in place of James H. Vint, 
Farmers Cooperative Elevator Co., 
Union Grove, Wis., president of the 
association, who was unable to be pres- 
ent, 

The first speaker on the program was 
J. E. Walsh, former sales manager of 
the old Ladish Milling Co., Milwau- 
kee. He discussed collection methods 
and his talk will be published in the 
next issue of The Feed Bag. 

Talks on Dairy Feeding 

G. Bohstedt, professor of animal 
husbandry, University of Wisconsin, 
Madison, followed Mr. Walsh and told 
the dealers how to help their custom- 
crs make money under present market 
conditions of milk. He stressed the 
importance of keeping dairy cows on 
proper rations and pointed out the 
dangers of attempting to cut down feed 
costs. 

“Any cow worth keeping is worth 
feeding,” he declared. “Few farmers 
realize that for every 1 per cent re- 
duction in feed there is a correspond- 
ing loss of 2 per cent in milk produc- 
tion.” 

Professor Bohstedt continued by 
pointing out that the present cost of 
feed as compared with the price of 
milk was the most favorable in years. 
He quoted figures showing that in 
September, 1927, corn sold in Chicago 
for 97.7 cents a bushel, and _ butter 
brought 40.3 cents a pound, while in 
September, 1932, corn could be pur- 
chased for 33 cents a bushel and but- 
ter sold for 19.5 cents a pound. Taking 
these two commodities as a basis of 
comparison he pointed out that but- 
ter prices in September, 1927, were only 
41 per cent of the cost of corn, while 
this year in September a pound of but- 
ter was worth 59 per cent of a bushel 
of corn, 

“The farmer who keeps his dairy 
cows on a ration containing feeds that 
will give the most value for the money 
can still make a good profit,” he de- 
clared. “The man who deprives his 
animals of sufficient feed just to pare 
down costs is only cutting off his nose 


to spite his face.” 

Professor Bohstedt then exhibited 
several charts showing the basic val- 
ues of grains and roughages and em- 
phasized the importance of the selec- 
tion of ingredients that furnished the 
greatest amount of food value for the 
money. The charts were those pub- 
lished as a feed buyer's guide in a 
past issue of The Feed Bag. Follow- 
ing his talk Professor Bohstedt an- 


G. Bohstedt 
swered 
from the floor by the dealers. 


J. G. Halpin 
questions which were asked 

A copy of the book ‘Feeds and 
Feeding” was won as an attendance 
prize at the close of the morning ses- 
sion by S. G. Sorenson, Tomah, Wis. 

S. O. Blair, general manager, Farm 
Service Stores, Inc., Minneapolis, 
opened the afternoon meeting with a 
discussion of merchandising and man- 
agement. His talk will be found else- 
where in this issue of The Feed Bag. 

J. G. Halpin, professor of poultry 
husbandry, University of Wisconsin, 
Madison, told the dealers to encour- 
age their poultrymen to remain on a 
good feeding program. 

“The people who are making money 
these days on chickens,” he said, “are 
those who have good birds and feed 
them well. A hen is like a storage 
battery. If you do not furnish the 
proper elements to make electrical en- 
ergy you cannot expect to get action 
by continually turning on the switch. 
Neither can you call on a hen to keep 
up her egg production if you do not 
keep putting feed into her that will 
enable her to keep going.” 

Professor Halpin also advised the 
dealers to encourage their customers to 
buy early chicks, of good stock, ex- 
plaining that a bird of poor breeding 
will not produce no matter how well it 
is fed and that chicks raised late in 
the season seldom do as well as the 
early maturing hens. He also empha- 
sized the importance of supplying poul- 
try flocks with sufficient quantities of 
vitamin D and keeping a generous 
number of hoppers on the feeding lot 
to enable every hen to eat her fill of 
mash. 

“There has been considerable discus- 
sion of late,” he asserted, “on the con- 
trol of the color of egg yolks. The 
color of the yolk is determined by the 
kind of feed a hen eats, and the com- 
mon source of the coloring matter is 
yellow corn or green stuffs. When a 
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small amount of either of these feeds 
is consumed the yolk will be a light 
yellow while an abundance of the feed 
will result in a dark yolk. The poul- 
tryman can best control the coloring 
by regulating the amount of these 
feeds.” 

Professor Halpin also discussed elec- 
tric lighting during nights as a means 
of increasing egg production and 
answered many questions on feeds and 
ieeding which were asked by the deal- 
ers at the close of his talk. 

The new emergency freight rates ex- 
tended to drouth areas in Wisconsin 
by a group of railroads were explained 
by A. E. Solie, secretary, Central Wis- 
consin Traffic association, Wausau, in 
the talk which followed. 

Reductions of 50 per cent of the pro- 
portional local or joint rate lawtuily 
on file with the interstate commerce 
commission or state commissions, are 
allowed on hay and straw and 66% 
per cent reductions are granted on 
grain, grain products and grain _ by- 
products and livestock feeds. 

Counties in Wisconsin which are 
named as eligible for the drouth rates 
in a recent tariff published by rail- 
roads participating in the movement 
aie Barron, Door, Forest, Langlade, 
Lincoln, Marathon, Marinette, Oconto, 
Oneida, Polk, Portage, Price, Rusk, 
Shawano, St. Croix and Taylor. In 
Clark county the reduced freight rates 
will be allowed only at the destina- 
tion points, Dorchester, Abbotsford, 
Colby and Unity, while in Kewaunee 
county the rates apply only on_ ship- 
ments destined for Luxemburg and 
Casco. Shipments made to any other 
points in either of these two counties 
cre not eligible for the reduced rates. 

The emergency rates will apply only 
when shipments originate on the rail 
lines named in the tariff from points 
in Illinois, Iowa, Michigan (upper pen- 
insula), Minnesota, Missouri (on and 
north of the St. Louis-San Francisco 
railway from St. Louis to Pacific, 
thence via the Missouri-Pacific te La- 
badie, thence via the Chicago, Rock 
Island and Pacific railway to Kansas 
City), Nebraska, North Dakota, South 
Dakota and Wisconsin. The railways 
named in the tariff are the Almapee & 
Western; Chicago, Burlington & Quin- 
cy (only from points of origin located 
on the Missouri river and east there- 
of); Chicago, Great Western; Chicago 
& Northwestern; Chicago, Milwaukee, 
St. Paul & Pacific; Chicago, St. Paul, 
Minneapolis and Omaha; Elgin. Joliet 
& Eastern; Green Bay & Western; 
Illinois Central; Kewaunee, Green Bay 
& Western; Minneapolis & St. Louis, 
and the Minneapolis, St. Paul and Sault 
St. Marie. 

Dealers in products mentioned in the 
tariff, before passing the benefit of the 
reduced rates on to their customers, 
must confer with their local drouth 
committees usually headed by the coun- 
ty agents in the various sections and 


(Continued on Page Thirty-three) 
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WISCONSIN 

L. S. Field, Milltown, has opened 
a new feed store and has placed H. J. 
Sjoholm in charge. 

Parsons Feed & Poultry Supply Co., 
Antigo, has opened a new store and 
will handle a complete line of feeds 
and livestock and poultry remedies. 

Ernest Dodd, Dodd’s Cash Produce, 
Osceola, has purchased the flour and 
feed business of P. J. Tewksbury. 

Alvin E. Jones, Oshkosh, former flour 
and feed dealer, died recently at the 
age of 56, following a lingering illness. 
Fuller Geodman Co. elevator, Sawyer, 
has closed out its flour and feed busi- 
ness. 

John F. Stratton, son of Harry M. 
Stratton, vice president, Donahue- 
Stratton Co., Milwaukee, was married 


to Miss Charlotte Fuller, Belchertown, 
Mass., at the bride’s home, September 


Earl Stier, C. P. Stier & Co., Gres- 
ham, is building a new feed plant on 
the site of the old which was recently 
destroyed by fire. 

A. C. Romberg, Baldwin, has pur- 
chased the elevator and warehouses at 
Elk Mound formerly owned by E. O. 
Wright, Wisconsin Milling Co., Meno- 
monie. 

Charles Lane, who with his son, 
George, operated the former Alphonse 
Pierre elevator, Oconto, died recently 
at the age of 76. 

Cappelle & Seternitzky, Lynn, recent- 
ly suffered a loss of $4,000 when their 
elevator was destroyed by fire. 


M. M. Graves feed mill, Baraboo, was 


Vitality Feeds 


A Complete 
Line of 


FINEST QUALITY 
FEEDS 


Made Right ec Priced Right 


If not sold in your town write for 
our agency proposition. 


BOARD OF TRADE BLDG. 
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badly damaged by fire September 20. 

Weyauwega Milling Co., Weyauwega, 
is constructing a new concrete storage 
elevator which will have a capacity of 
more than 20,000 bushels and will be 
87 feet high. 

Brown Brothers, Sheldon, have pur- 
chased the business and stock of the 
Wise feed store from Elmer Wise, 
Ladysmith. 


IOWA 

Dutton & Leffert, who operate the 
Algona Flour & Feed Co., Algona, are 
constructing a new warehouse. 

J. A. Trumpower, Waverly, has com- 
pleted the erection of a feed mill and 
has opened for business. 

E. W. Oats Co., Storm Lake, suffered 
a $12,000 loss recently when its eleva- 
tor at Greenville was destroyed by fire. 

John Schissel, manager of the Schis- 
sel elevator, Stevens, was recently mar- 
ried to Miss Helen Logan, Annandale, 
Minn. 

Robert Carter, representative of the 
Quaker Oats Co., Alta, was recently 
married to Miss Evelyn Hix. Storm 
Lake. 

R. S. Whitney, Aurelia, has purchased 
the business formerly operated by his 
father, the late W. G. Whitney. 


INDIANA 

Warren Coal & Feed Yard, Red Key, 
has installed new equipment and has 
opened for business at its new loca- 
tion on West High street under the 
management of Wert Warren, former- 
ly of the Red Key Grain Co. 

Walter C. Atkinson and John Col- 
borne have purchased the Morocco 
Grain Co. elevator, Morocco. 

William R. Evans, Mid-West Ele- 
vator Co., Indianapolis, was recently 
confined to his home with an infected 
foot. 

Acme-Evans Co., Indianapolis, has 
increased its grain storage space by 
150,000 bushels by constructing 20 ad- 
ditional concrete bins equipped with the 
latest type of handling and condition- 
ing machinery. 

Richmond Grain Co., Richmond; J. 
C. Phillips, Star City, and McCardle 
& Wallace, Terhune, have joined the 
Indiana Grain, Dealers association. 

Reed Elevator Co., Decatur, has been 
incorporated by J. J. Reed, Stephen 
Reed and Joseph McMaken. 

Wilburg Stahley was recently ap- 
pointed manager of the Berne Equity 
Exchange, Linngrave, to succeed Sam 
Neusbaum. 

Billman Brothers, Sheibyville, have 
taken over the Dunreith elevator, Dun- 
reith, and will handle feed and coal. 


FRANK BROBST, western sales 
manager, special markets division, 
Health Products Corp., Newark, N. J., 
ieft Chicago September 30 for an ex- 
tended tour of the Southwest and the 
Western Coast in the interests of Clo- 
Trate, concentrated cod liver oil, which 
his firm manufactures. 


HARRY AND RAY STUTZ, oper- 
ators of a feed mill at Bantam, Ohio, 
were severely burned when gasoline in 
an engine used in the plant ignited from 
a short circuit. Property loss of $5,000 
resulted from the fire which followed. 
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Milk 


In Modern Feed 
Mixtures 


By C. W. Sievert 


HE last few years in the feed 
industry have been lean ones, 
compared to conditions three 
and four years ago. Neverthe- 
less, the use of milk has been increas- 
ing. Statistics on the amount of various 
milk products show that the tonnage 
is still increasing although the total ton- 
nage of mixed feeds had been decreas- 
ing up until a comparatively short time 
ago. 

Let us briefly consider some of the 
technical reasons why milk products are 
so desirable in feed. Remember that 
we are considering milk as an ingred- 
ient of feed, not as the entire feed. Be- 
sides knowing what the material looks 
like, how much it costs, and how it 
acts, we should consider the protein, 
the minerals, vitamins, and carbohyd- 
rates, from a chemical and biological 
standpoint. Then we can decide just 
where the material fits into the pur- 
pose of the feed and how much to use 
in order to obtain the desired efficiency 
of the feed. 

Comparisons of Proteins 

From an elementary chemical stand- 
point the proteins are simple, being that 
class of compounds which contain nitro- 
gen. Without nitrogen neither growth 
nor body maintenance can take place, 
because nitrogen is an essential con- 
stituent of most parts of the body. Con- 
sidered chemically proteins are complex 
substances and there are an endless 
number of individual proteins. We 
may consider ,a protein as being built 
of “building stones” which are chemi- 
cally known as amino acids. There 
are about 20 amino acids that are recog- 
nized as being constituents of proteins. 
Amino acids are present in various 
amounts, but always in the same amount 
for the same protein. All proteins do 
not contain all of them. Some of them 
have individual characteristics which 
make them absolutely essential whereas 
some of the other amino acids are inter- 
changeable to a large extent at least. 
Investigational work regarding the 
amino acids and proteins is going for- 
ward in many places. 

Milk contains several proteins, the 
two most important being known as 
casein and milk albumin. The com- 
plete milk proteins contain all the amino 
acids. 

Experiments designed to compare the 
quality of proteins are based on the 
growth promoting factor of the protein. 
All other feeding requirements are 
taken care of, the only variable being 
the protein substances to be compared. 
The net result of much experimental 
work seems to be to divide proteins in 
feed materials into two classes in ¢gen- 
eral, one being the proteins of vegetable 


origin and the other being the proteins 
of animal origin. 

The proteins of vegetable origin are 
again divisible into two classes, those 
of the common grains on the one hand 
as against those of the oil-bearing seeds 
on the other hand. The proteins of 
corn, wheat, oats, and barley are not 
so efficient pound for pound as the pro- 
teins derived from cottonseed, soybean, 
flaxseed and peanut. 

The proteins of vegetable origin as a 
class are not as efficient as those of 
animal origin. This does not mean that 
all of the animal proteins are of higher 
quality than all the vegetable proteins. 
Some of the oil meals are higher grade 
than some of the meat products. How- 
ever, in a general way, the animal pro- 
teins are a higher quality than the vege- 
table protein. 

Blending Proteins 

The animal proteins used in feeds 
may be divided into two classes—those 
derived from meat and those derived 
from milk. The complete milk proteins 
are the highest quality of any used in 
feeds. Professor E. B. Hart of the 
University of Wisconsin has authorized 
us to quote him at any time as stating 
that “complete milk proteins are with- 
out a question the highest quality pro- 
teins used in feeding.” In saying this 
he refers to the complete milk pro- 
teins, not either casin or milk albumin 
alone. Professor H. H. Mitchell at the 
University of Illinois, a well-known pro- 
tein investigator, places milk protein 
above all other proteins except complete 
egg proteins. Since egg proteins are not 
used in feeds, this again places milk 
proteins as the highest quality of any 
materials used in feeding. 

There is another and important fact 
to consider when studying the proteins 
to be used in a feed. When proteins 
from two different sources are put to- 
gether, the one may have a beneficial 
effect on the other, and if so, this is 
known as the mutual suppleméntary ef- 
fect. For example, if a grain protein 
is fed with one or two other grain pro- 
teins, there is very little enhancement 
of the value of any of them. However, 
if grain proteins are fed with milk pro- 
teins then the quality of the resulting 
mixture is greater than would be ex- 
pected on the basis of the average qual- 
ity of the milk and the grain protein, 
considered separately. Let us quote an 
old example. At the University of Wis- 
consin, pigs were fed in such a way that 
the amount of protein fed to the pigs 
was known and also the amount of pro- 
tein retained in the body of the pigs 
was known. Where corn, wheat or oats 
were used, the amount retained was 
from 23 to 28 per cent. When all three 
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C. W. Sievert 


Mr. Sievert, American Dry Mi!k Institute, 
Chicago, delivered the address published 
herewith at the recent annual convention 
of the Pennsylvania Millers & Feed Dealers 
association. 


were mixed the amount retained was 30 
per cent. When skim milk was fed the 
amount retained was 66 per cent. When 
skim milk and corn were fed together, 
the amount retained was 62 per cent of 
the total protein of the mixture. When a 
mixture of corn and linseed oil meal 
was fed 37 per cent was retained. This 
gives you an idea of what is meant by 
mutual supplementary effect. Only 23 
per cent of the corn protein alone was 
retained, and 66 per cent of the skim 
milk protein alone, a mixture of the 
two showed a retention of 62 per cent. 
Uniform Mineral Content 

All feed materials contain mineral 
substances. Some of them contain very 
little minerals, and others contain large 
amounts. In preparing a feed mixture 
it is well to know something regard- 
ing the nature of the various ingredi- 
ents so that a feed can be made which 
contains enough but not too much of 
any substance. 

From a mineral standpoint, the vari- 
ous milk products are very well under- 
stood. A natural milk product such as 
dry skim milk has a uniform mineral 
content. The mineral balance is such 
that it is of greatest value to the young 
growing animal. The relationship be- 
tween the calcium and the phorphorous 
is suitable for practically all young farm 
animals. 

Dr. J. E. Hunter at Penn State has 
shown that an excess of phosphorous in 
chick feed causes certain troubles in 
raising chicks. This work has been 
concurred in by Dr. Payne at Kansas 
State, and other investigators. This 
work has led to further investigation 
of the calcium-phorphorous ratio as well 
as the approximate maximum and mini- 
mum requirements for calcium and 
phosphorous. The milk products fit well 
into feed mixtures because the ash con- 
tent is not too great. In chick starting 
mashes containing considerable protein, 
but made without milk, it has quite 
often been found that too much phos- 
phorous is present. A feed made with 
milk does not raise the phosphorous 
content so high. 

There may be considerable difference 
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in the availability to the animal of the 
various forms of minerals that are fed. 
There can be very little question re- 
garding the availability and utility of 
minerals derived from dairy products, 
since that is the form that nature put 
them in for the purpose of completely 
supplying the young animal, and the 
amount that is present is not in excess 
of the requirements. 
Vitamins in Milk 


It is always well to know something 
of the vitamin content of a feed ingre- 
dient. Vitamins are important. They 
were important when nothing was 
known about them, but that importance 
was not realized at the time. Generally 
speaking, vitamins may be classified in 
two ways, first those that are soluble 
in fat, and second those that are soluble 
In water. 


The fat soluble vitamins are present 
in small amounts in the usual dairy pro- 
ducts that are used as feed ingredients. 
The fat soluble vitamins A, D and E 
are in butterfat and the amount that 
is present depends to a large extent on 
what the cow has been eating. How- 
ever, butterfat has not been used as 
a feed ingredient, and the dairy pro- 
ducts that are used in mixed feed have 
had most of the butterfat removed. Con- 
sequently the dairy products contain 
very little of vitamins A, D and E, in 
fact, so little that the feed mixer does 
not consider dairy products as contain- 
ing enough of these vitamins te be a 
factor in this consideration. 

The water soluble vitamins B, C and 
G are present in most of the dairy pro- 
ducts that are used in dairy feeds. The 
amount of vitamin B that is present 


Dealers have learned to 


LOOK to WAYNE 
for IDEAS that SELL FEEDS 


Now—a Complete Plan 
to Sell EGG MASH! 


UR biggest job is to sell feeds for the dealer in- 


stead of to him. 


Month after month we have 


taken new steps in this direction — with profitable 


results for Wayne dealers. 


For example—our new patented Chick Starter Hopper 
Box, backed by a bang-up merchandising plan, sold 
far more Wayne Chick Starter and Grower this Spring 
than in 1931. The Wayne idea of selling Calf Meal in - 
pails also did a wonderful job for dealers. And now 
Wayne dealers tell us we have the livest plan they 
have ever seen to build real volume on Egg Mash! 


Make this plan work for you NOW! Tell your cus- 
tomers how to get Wayne Eg¢ Carriers Free. Use the 
merchandising helps we supply free to dealers. 


The Wayne Plan on Egg Mash is sure to bring repeat 


sales for you! Talk to the 
Allied Mills salesman and find 
out exactly how it works to 
build volume business — this 
Fall! Or write us today and 
we will see that you get full 
information at once. 


ALLIED MI 


Executive Offices: 


LLS, Inc. 


Chicago 
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is never exceptionally great in milk, 
and since it is affected by heat, the 
amount present in the dairy product de- 
pends on the treatment to which it has 
been subjected in preparation. Since 
ample amounts of vitamin B are in the 
grains and grain products, a further 
source is not needed by the feed mixer. 
Vitamin C is not required by most com- 
mon farm animals. Man, monkeys, 
guinea pigs, and rabbits require vitamin 


Milk contains a considerable amount 
of vitamin G, and the dairy products 
are considered as concentrates for this 
vitamin. Possibly vitamin G consists 
of two or more factors. Vitamin G 
evidently has to do with growth pro- 
motion, prevention of pellagra, and cer- 
tain types of paralysis in chickens. The 
growth-promotion factor shows itself by 
non-uniform and stunted growth when 
not enough of this vitamin is present. 
It also seems to be involved in the 
hatchability of eggs. These various 
things make dairy products suitable and 
highly desirable ingredients in feeds de- 
signed for growing chickens and other 
animals and also in producing eggs of 
good hatchability. 

Generally speaking, the dairy pro- 
ducts are considered as fairly good con- 
centrates of vitamin G, the amounts 
varying somewhat depending on the 
treatment ci the dairy product in its 
manufacture. 

Carbohydrates Analyzed 

The carbohydrates of dairy products 
consist principally of milk sugar, known 
as lactose, and lactic acid. Lactic acid 
is formed by fermenting lactose, and as 
the acid is formed the dairy product 
turns sour to the taste. Sweet milk pro- 
ducts contain no lactic acid, and the 
amount of lactic acid present in the 
sour product depends on the degree of 
fermentation which is usually not great. 

Milk sugar is not readily fermentable 
nor can it be changed into the simple 
sugars as easily as cane sugar. Conse- 
quently there is some difference in the 
digestion of milk sugar. Digestion us- 
ually takes place lower down in the in- 
testinal tract. In some instances specific 
advantages have been assigned to this 
fact. The reasons assigned for these 
advantages have to do with the presence 
of certain healthful bacteria, and some- 
times they are given as being due to the 
presence of lactic acid in the lower in- 
testinal tract. Lactic acid as an ingred- 
1ent of the feed will be digested in the 
upper intestinal tract. Both milk sugar 
and lactic acid are good foods. Since 
the carbohydrate content of the dairy 
products consist of these two materials, 
we may say that the carbohydrate con- 
tent of the dairy product is of a very 
high order and is all usable. There is 
no waste in the carbohydrate portion 
of the product. 

As pointed out in the discussion of 
vitamins, the fat content of a dairy pro- 
duct is low. From the standpoint of 
the feed manufacturer, there is an ad- 
vantage, because butterfat has a_ ten- 
dency to get rancid in warm weather, 
and this tendency will interfere with 
the storage of dairy products. One 
rancid ingredient mixed with a lot of 
cther ingredients will spoil the palata- 
bility of an entire mixture. Consequent- 
ly, the feed mixer is really interested in 
a low fat dairy product to use in his 
mixing. 
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Headwork Plus Footwork Make 
Your Feed Sales Grow 


(Continued from Page Nine) 
something which will have adequate 
turnover and in turnover lies the profit 
which can be secured in the very nar- 
row margin between the cost and sell- 
ing price of feed today. 

We have rules of conduct and they 
are prefaced on the theory that the 
customer is always right. This is a 
free country and each of us is guar- 
anteed by the constitution the right of 
free thought and speech and the choice 
of our religious affiliations if any. There 
is nothing with greater possibilities of 
damage to the feelings of prospective 
customers than political or religious ar- 
guments. Such things are taboc in our 
organization as they should be in every 
business house. 

Like every feed dealer today and 
practically every business man you are 
undoubtedly asking yourself what of the 
future? That’s exactly the same ques- 
tion that is most often prominent in 
our minds. We do say this: That if 
commodity prices increase they 
should increase then high retail prices 
on all commodities will mean that the 
increase in dollar sales will continue 
to compare more favorably with last 
year’s figures. Profits will also increase 
because with the increasing value of 
merchandise there is a wider range be- 
tween the purchase and sale price but 
that wider range can come about only 
through the operation of a business on 
a profit percentage rather than a fixed 
price per ton for commodities sold. If 
you have always been in the habit of 
charging a dollar over ‘your cost for a 
ton of bran then when bran costs you 
$30.00 per ton delivered you get 3% 
per cent profit on the cost. Today when 
you probably are able to buy bran at 
$10.00 per ton delivered if you charge 
a dollar over you get 10 per cent profit. 
There is a wide difference between 
these two and that difference is repre- 
sented entirely by the color of ink you 
use on your profit and loss statement 
at the end of the month. 

Headwork Plus Footwork 


Headwork and footwork are the 
two things that have always produced 
sales but there is to be a decided change 
in the proportion of these two ingredi- 
ents if the volume of sales is to equal 
that of former years. It will require a 
lot of thinking and planning and when 
you come right down to it more foot- 
work than has been necessary in former 
years. 

Everyone is on edge for business. 
Practically everyone today is resorting 
to direct contacts if they have anything 
to sell. There is no time to wonder if 
the farmer is going to have money to 
spend for feed. The important job is 
to go out and get the orders right 
NOW before someone takes them away 
from you. 

Make definite plans to call on all the 
customers you have been selling and 
all those who buy feed and to whom 
you have made no sale. Tell them the 
advantage of buying now. Show them 
the savings they can make. Go after 
all the business you can get and keep 
your customers in line. 


This is a time when personal catls 
count most. Everyone is economy- 
minded today—ready to listen to ways 
of saving money in the daily routine 
of life. The feeding of livestock is a 
necessity in that routine. Feed must 
be purchased some time and if you 
show your prospects that they can make 
the biggest saving in years by order- 
ing from you now, you will not have 
to worry about 1932-33 sales volume. 
Advertising helps pave the way but di- 
rect personal contact is the short and 
sure route to reach and sell your pros- 
pects. If you sit and wait for business 
to come to you it may be that you will 
be disappointed. 


ILLINOIS 

William Vanderveen purchased 
property at Harvard and plans on con- 
structing a modern flour and feed store 
which he intends to operate on a cash 
basis. 

Pocahontas Equity Exchange, Poca- 
hontas, has moved its stock and equip- 
ment into the J. W. Long building. 

Andrew Whiting, Belvidere, has re- 
entered the feed business after a lapse 
of several years. 

Earle R. Weaver, Princeville, has 
purchased the stock and fixtures of the 
Ward feed store which has discontinued 
business. 

E. R. Kibler, Hallet & Carey Co., 
Minneapolis, has purchased the elevator 
of the Savanna Elevator Co., Inc., Sa- 
vanna, which was operated by the 
Froedtert Grain & Malting Co., Mil- 
waukee, Wis., until last August. 

Cummins & Duesen, Dieterich, have 
opened a custom grinding mill. 


Domestic Allotment Plan Robs 
Peter to Pay Paul 


(Continued from Page Eighteen) 
charge’. The farmer, on his part, must 
agree— 

(a) Not to increase his acreage ot 
wheat or cotton (or production of live- 
stock). 

(b) To reduce his acreage (or pro- 
duction of livestock) by an amount not 
exceeding 10 per cent per year as re- 
quired by the board. 

(c) To make such use of the ex- 
cluded acreage as the board may direct. 

The contract may be hypothecated 
with the bank for not to exceed 90 per 
cent of the estimated amount which will 
accrue under it. 

In the case of land leased to tenants, 
the contract is made with the landlord 
and tenant jointly and the payments 
made by joint check, while on land 
leased on shares checks must be drawn 
separately to the landlord and tenant 
in proportion to the shares of cash in- 
come which each receives under the 
rental agreement. Thirty-eight per cent 
of the farm lands in the United States 
are occupied by tenants. The _ possi- 
bility of disputes, discriminations and 
litigation between landlords and_ ten- 
ants, and between landlords and _ ten- 
ants and the farm board are limitless. 

At the end of the crop year, the coun- 
ty allotment committee determines 
which producers have fulfilled the con- 
tracts and are entitled to “tariff bene- 
fits”. 

The board then determines how 
much each producer is entitled to re- 
ceive as “tariff benefits” from the fund 
sroduced by the “tariff adjustment 
charge” and makes the required pay- 
ments to those entitled to them. 

Necessitates New Tariff 


It is evident that if the prices of the 
finished products made from the com- 
modities covered by the hill are raised 
by the amount of the tariff adjustment 
tax to an amount approximately equiva- 
lent to the existing tariff, additional tar- 
iff duties must be provided in order 
that importations of these finished pro- 
ducts will be prevented. 

The bill takes care of this contin- 
gency also by providing that the fed- 
eral tariff commission shall determine 
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the amount of additional duties neces- 
sary to prevent importation of these 
finished products and that these addi- 
tional duties shall become effective by 
proclamation of the president. 

The bill further provides for export 
by a provision which permits the draw- 
back of the amounts of “tariff adjust- 
ment charge” on flour or other finished 
products made from commodities cov- 
ered by the bill on proof of exporta- 
tion. All of which is comparatively 
simple in statement but difficult beyond 
imagination to do. 

If the law is declared invalid so that 
payments out of the allotment fund 
produced by the “tariff adjustment 
charge” cannot be paid to the producer, 
it is provided that the payments re- 
quired by the contract shall be made 
out by the federal treasury. 

Thus the proponents of this legisla- 
tion have provided for everything in- 
cluding the very probable event that 
the bill will be declared unconstitu- 
tional. In this connection, it is inter- 
esting to speculate upon whether the 
making of the allotments and the de- 
termination of the payments to be made 
under the contracts are subject to ju- 
dicial review. 

The bill provides that nothing in it 
shall be construed to control or limit 
in any way the producer in producing 
or selling as much as he wishes of any 
commodity if he chooses not to sign 
an allotment contract. Of course, if he 
does not sign such a contract. he does 
not receive “tariff benefits’ under the 
act. 

To anyone familiar with the process 
of accumulation, transportation, manu- 
facture and distribution of finished pro- 
ducts made from farm commodities, the 
mere statement of this plan is suffi- 
cient to demonstrate the imequalities 
and discriminations which must inevit- 
ably grow out of it, the disputes and 
litigation which it will engender and 
the impossibility of its administration. 


HENRY TRUBY, head of the Truby 
Grain Co.. Joliet, Ill. died recently 
from a heart attack. He was 78 years 
old. 
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MICHIGAN 

Vaughan Seed Co., Ovid, was recent- 
ly robbed of 2,300 pounds of alfalfa 
seed valued at $1,000 by thieves who 
broke into the warehouse. 

Hersey Roller Mills, Hersey, is proud 
of the fact that a customer recently 
traveled 52 miles to bring grist to its 
door. The firm is managed by Frank 
McIntyre. 

Davis Coal & Feed Co., has moved 
to a new location at 5-7 South Monroe 
street. Cold Water. 

Emerson G. Woolfitt, manager of the 
Bay City Grain Co. Bay City, for 
many years, died suddenly at his home 
at Flushing from a heart attack. 

Elkton Cooperative Co., has taken 
over the Allterton flour mill, Elkton, 
and has converted it into a bean plant. 

J. W. Fate, Blanchard, has sold his 
elevator to A. Kersey. 


Michigan Association Merges 
With Bean Jobbers 


N accordance with a proposal made 

at the 3lst annual convention held 

at the Hotel Olds, Lansing, Sep- 
tember 7, the Michigan Grain, Feed & 
Hay Dealers association has merged 
with the Michigan Bean Jobbers asso” 
ciation. The consolidation has been 
sanctioned by both organizations and 
details will be worked out at a joint 
meeting of the boards of directors to 
be held in the near future. 

The bean. jobbers will probably estab- 
lish a grain, feed and hay division of 
their association and admit members in 
this classification. Services of the officers 
who were elected by the Michigan Grain, 


OUR days of their time plus $50 apiece in 

money ...that’s the price 240 eastern feeders 
and dealers not so long ago paid in time and 
expenses to see the Purina Experimental Farm 
at work. Already this year more than 3,600 
others from other sections of the country have 
done likewise. 

These are trying days in which both feeder 
and feed dealer are seeking ways to break away 
from the humdrum of “just getting by.”’ They 
want to get ahold of a program that will make 
money for them. As one said after a visit to 
the Purina Farm: 


“TI came to find a way to make money, and I have 
got many times more than my $50 back. I am 
impressed with the fact that you are not showing 
off at your farm. It’s a farm workshop that looms 
as a mighty guiding force in helping us meet 
today’s situation.” 


The times cry out for men in the feed business 
who can help the farmer make money. Those 
who are awake to the opportunities of the day 
need have no fear of tomorrow. One visit to the 
Purina Farm and you'll catch a fresh viewpoint 
on the big things that lie ahead. And, remem- 
ber, you’re always welcome! Purina Mills, 923 
Checkerboard Square, Saint Louis, Missouri. 
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Feed & Hay Dealers association, with 
the exception of the secretary, will ter- 
minate when the merger details are 
completed. A. E. Walcott, who is the 
present secretary and treasurer of the 
organization, also serves in that ca- 
pacity for the bean jobbers. The grain, 
feed and hay men will have represen- 
tation on the board of directors of the 
merged organizations, it is understood. 

Officers of the grain, feed and hay 
association who were elected at the 
Lansing convention are Thomas Hys- 
lop, Ovid, president; H. D. Gates, Jack- 
son, first vice president; H. R. White, 
Scotts, second vice president, and Mr. 
Walcott, secretary and treasurer. 

The convention session opened with 
an address of welcome by C. W. Otto, 
secretary, chamber of commerce, Lan- 
sing, which was followed by the ap- 
pointment of committees. 

An address, “What the 1932 Cus- 
tomer Wants,” by David K. Steenbergh, 
managing editor of The Feed Bag, Mil- 
waukee, was the next feature. His talk 
will be published in full in a forthcom- 
ing issue of The Feed Bag. 

Plans for merging with the bean job- 
bers were proposed by G. C. Marotzke, 
Sebewaing, in his annual address. He 
pointed out the benefits which would 
result from a consolidation and re- 
quested all of the members to express 
their convictions by voting on the idea 


which was presented later in the pro- 
gram. 


Mr. Walcott, in his secretary’s re- 
port, showed that despite trying times 
the organization had survived with a 
balance in its treasury. Harry Gates, 
Jackson, then reported on the activities 
of the arbitration committee, and Fred 
Zinn, Battle Creek, discussed member- 
ship. 

A scathing attack on government in- 
terference in business was made by M. 
J. Hart, congressman from the eighth 
Michigan district. 

“The federal government,” he charged, 
“is carrying on a policy of political 
racketeering dangerous to the life of 
private business and as extreme in many 
respects as that of Soviet Russia. Mil- 
lions of dollars have been appropriated 
for farm relief which are being wasted 
in an effort to gain political support in 
the approaching presidential election. 
Unless we get away. from the federal 
subsidy idea we will never get out of 
this depression.” 

The annual banquet which concluded 
the convention, attracted a large attend- 
ance. Plans for merging with the bean 
jobbers group were approved and the 
proposal was accepted by the bean men 
at a meeting held on the following day. 


; 
4 ADMISSION 
PURINA 
CHOWS 
i 


Back to Farm Movement Will 
Help Feed Business 


(Continued from Page Ten) 


an average of 523 gallons per cow. 

Notice how those averages climb 397 
—440 and 523 or a gain per cow in 
ten vears of 31 per cent. It is my 
opinion that this is one of the most 
conclusive justifications of the mixed 
livestock feed business, particularly the 
dairy feed business, that we could have. 
It was in this same period that the 
mixed feed business showed the great- 
est increase in volume. Not all of this 
increase was due to feed, however, a 
good part of it is due, no doubt, to bet- 
ter production methods, better care and 
better type of cows, but some of it and 
a good part of it was due to the better 
feed furnished to those cows and all of 
us here today who have been making 
those feeds can justifiably claim part 
of the credit for the more efficient pro- 
duction. 


Cull the Poor Cows 


We are not out of the woods yet on 
the dairy situation. It is estimated that 
this year there will be an increase of 
approximately 13 per cent in fall fresh- 
ening of cows and heifers. This indi- 
cates that we may have a big sur- 
plus of milk this fall. The logical 
thing to do, although the farmer does 
not seem to be in the mood to do it, is 
to cull out the poorer cows and use the 
most efficient producers, thereby cutting 
the cost of production and at the same 
time reducing the surplus of milk so 
that in all probability under this prac- 
tice there would be a chance to work 
out the problem and dairymen would be 
getting more for a reduced volume of 
milk which was costing them a much 
reduced expenditure. 

Governor Eugene Meyer of the fed- 
eral reserve bank recently said that the 
buying power of the farmer had been 
increased $500,000,000 by the advances 
in the products they have to sell. One 
newspaper states this as a billion. What- 
ever the figure is, we all know that it 
is a God-send, not only to the farmer 
but everyone who has business with the 
farmer. So, we should at all times 
keep in mind that the farmers’ problems 
are our problems and his success is our 
success and we should get behind every 
really constructive move that has to do 
with the farms of this country. 

In contrast with the dairy business, 
the poultry business of the country is 
in much better shape. In fact, I be- 
lieve it is in the best shape of any of 
the activities of the farmer. 

There is a difference of opinion as to 
the number of hens. One poultry jour- 
nal recently published figures showing 
the number of hens on the farm on 
June 1 as the smallest in ten years. 
The chicks raised this year were esti- 
mated at 10 per cent less than a five 
year average. The department of agri- 


culture estimates that the number of 
hens will be greater this fall, than last, 
but production will probably not be 
any more if as much. We do know that 
the stock of eggs in cold storage are 
running 25 per cent to 30 per cent 
less than last year. The prices of eggs 
have recently advanced, practically 100 
per cent. The price of poultry pro- 
ducts have not declined nearly as much 
as the prices of other farm products 
and feed. Eggs can now be produced 
at a feed cost ranging from 6 cents to 
9 cents per dozen. 
Poultry Industry Promising 

On January 1, 1920, we had approxi- 
mately 359,000,000 chickens in this coun- 
try and during the preceding year they 
had produced 1,654,000,000 dozens of 
eggs. January 1, 1930, we had approxi- 
mately 378,000,000 chickens and during 
the previous year they had produced 
2,689,000,000 dozens of eggs, an increase 
in 1930 of approximately 5% per cent 
in the number of chickens and an in- 
crease in the number of eggs produced 
of 62 per cent. It was during these 
same ten years that the use of the mod- 
ern scientifically balanced poultry mash 
was increased in enormous proportions. 
3ack in 1920 while there were a num- 
ber made, they were not generally used. 
In 1930 they were used almost univer- 
sally. This is the justification of the 
mixed livestock feed industry, which I 
want to again call to your attention 
and which I believe that all of you 
should use whenever the subject of feed 
is brought up. 

There is a greatly increased interest 
in turkeys at the present time. Up un- 
til the last year or 18 months, practi- 
cally no turkey feeds were produced; 
poultry feeds were used interchangeably. 
Today there is a very definite demand 
for turkey feeds and many of them 
are on the market. 

The rise in hog values recently has 
certainly been a blessing to the farmer. 
The relative prices of corn and hogs 
recently have shown a ratio of 17 to 1 
as compared with the normal one of 
approximately 11 to 1. It is to be 
hoped that the spring pigs will not be 
rushed to market all at one time as it 
may cause a serious break in the present 
ratio. With the present prospects for 
a big corn crop this fall, pigs look good 
to many of us. 

Portables Are Impractical 

Portable mills have recently been 
quite a factor in the local feed busi- 
ness in many sections. It is yet too 
early to properly value this new factor. 
We have reports from many men who 
have started out with portable mills 
and lasted only a short time, losing 
their entire investment. On the other 
hand, we get reports, principally from 
the companies manufacturing these 


THE FEED BAG—OCTOBER, 1932 


mills or from their representatives, 
showing what a handsome profit can 
be made. 


On the face of it, portable grinding 
does not appear to me economical. It 
appears to me to be a step backward 
and working directly contrary to the 
system which we have found so success- 
ful in years past—that of mass machine 
production. There is no denying, how- 
ever, its appeal in a period of low prices 
for farm grains and heavy farm sur- 
pluses. . 

Advertising Important 

The question is often asked—has ad- 
vertising any place in the local feed 
business? By local feed business we 
mean one extending say over a radius 
of 25 miles. That it has a very definite 
place in operation extending over wider 
areas is almost universally conceded. 
But how about the local or semi-local 
business? It is my opinion that adver- 
tising has a definite place in such a 
business. The form that advertising 
may take depends upon the nature of 
the business and the way the owners 
operate. They may range anywhere 
from a simple post card to the con- 
sumer up to an extensive comprehen- 
sive newspaper, magazine or radio ad- 
vertising campaign. 

In the last analysis the very best pos- 
sible advertising is that which you re- 
ceive through word of mouth recom- 
mendations from satisfied customers. 
Over that type of advertising you have 
little control except as you exercise 
your ingenuity in bringing about such 
actions on the parts of your custom- 
ers. The public has a short memory. 
You cannot depend too much on their 
recalling who served them well and 
satisfactorily in the past. You must 
tell them about it and keep on telling 
them about it. 


The acid test is being applied to 
every business at the present time and 
what our individual future fortunes are 
to be, depends on how we respond to 
the test that is being made. 

That a new set of leaders will come 
forth from the present situation both 
in local endeavor and in semi-national 
and national endeavor can hardly be 
doubted. And the reason why these 
leaders will come forth is because in 
these times of distress, they have shown 
intelligence, determination, courage and 
foresightedness. Some folks say there 
isn’t going to be any more feed business 
in the way we have known it to be 
in recent years. I cannot subscribe to 
that belief. I believe that the figures 
we have quoted show that the feed busi- 
ness and particularly the mixed feed 
business has justified itself in a most 
impressive manner, and when conditions 
become normal, the feed business will 
also become normal. 


FRANK O. BELDEN, traffic man- 
ager, Marblehead Lime Co., Chicago, 
died September 2, following a_ short 
illness. He was 41 years old. 
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BOOST 
FEED SALES 
THIS WAY? 


100185 


Conkeys 


Here is a more profit- 
able way to meet poultry- 
men's demands for low 
cost rations. 


With every delivery of 
ground grains or cheaper 
ready mixed rations, urge 
your customers to take 
a supply of 


CONKEYS 


Supplement Mash with Y-@ 


Tn this way you will 


—Increase your feed sales 


—Increase your profit mar- 
gin 


—Supply a better producing 
ration 


Vitalize 
All Your 
Feeds with 
Conkeys 
Y-O 


—Improves your feed 
—Gives selling advantage 
—lInereases your profits 


Just add to your poultry feed 
Conkeys Y-O—the nationally ad- 
vertised poultry feed vitalizer— 
and tell your trade about it. 
Comes in handy powder form— 
easy to mix with any feed. 


—Provide a completely bal- 


anced ration 


—Insure a definite protein 


supply—always 


—Produce uniformly favorable 


results for your customers 


Conkeys 32° Supplement Mash 
with Y-O is a concentrated ration 
in which Conkeys Y-O is already 
mixed. Y-O contains Yeast and 
Cod Liver Oil. It is rich in Vita- 
mins A, B and D. In Y-O the 
elusive A and D Vitamins of the 
oil are sealed and held for a long 
time by the patented Conkey pro- 
eess. Conkeys 32% Supplement 
Mash, when mixed with inexpen- 
sive rations or with home grown 
grains. provides a perfectly bal- 
anced ration at lowest possible cost 
perton. It is supplied by Conkey 
in response to both trade and con- 
sumer demand. Many feed dealers 
are finding it just what they need to 
satisfy the price demands of their 
customers and at the same time 
increase tonnage and profits. 


There’s Profit in the Full 
Conkey Line 


In addition to Conkeys 32% Sup- 
plement Mash with Y-O, there is 
always a profitable demand for the 
nationally advertised Conkeys But- 
termilk Starting Feed with Y-O, 
Conkeys Gecco Growing Mash with 
Y-O, Conkeys Geeco Egg Mash 
with Y-O. Write for attractive 
dealer proposition. 


The G. E. Conkey Co. 


6761 Broadway, Cleveland, O. 


Mills: Cleveland, O.; Toledo, O.; 
Nebraska City, Nebr.; Dallas, Tex. 


Firm Name 


Address 
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Gentlemen: Tell us more about how Conkeys 32% Supple- 
ment Mash will help us increase our feed sales and profits. 


Che feed Bag 


Will Show You the 
Way to Profits 


The chief purpose of the ‘‘Mer- 
chandising Magazine of the Feed 
Industry” is to help you make 
profit. Every month we present 
valuable profit-making ideas 
gathered from successful dealers. 


They are yours for the taking—yours 


to make that cash register stop yawn- 
V ing—all for only $2.00 per year. 


To THE FEED BAG 
210 East Michigan St., Milwaukee, Wis. 
Send each monthly issue of The Feed Bag to me for one year. 


{| I will remit $2.00 on receipt of invoice 
[| Find check for $2.00 enclosed 

Send Sample Copy 

{_] Renew my subscription for one year 


Print Your Name 


Firm Name 
Address 


City and State 
(5 years for $5.00; 2 years for $3.00) 


Want to Save Money? 


Get the Details on the 
NEW LOW PRICED 


LINDSAY 


To LINDSAY BROsS., INC., 

Milwaukee, Wisconsin 
Gentlemen: 
Without obligation send me complete details on 
the NEW Low Priced LINDSAY FEED MIXER. 
Your Name 
Firm Name 


Address 
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Quotes Figures on Customers’ 


To Sell Poultry Feeds 


Home Made Advertising Gets Results 


URING the past spring and sum- 
mer when farmers were bemoan- 
ing the fact that they could not 

make any money on their chickens they 
received quite a surprise when Glen 
Mills, owner of the Owosso Elevator 
‘and Coal Co., Owosso, Mich., sent them 
a letter contradicting their belief and 
quoting figures from his customers 
which showed that they were making 
a profit. 

“There is money in the poultry busi- 
ness,” the letter read. “Yes, even at 
today’s low market price of eggs, there 
is money to be made in the poultry 
field for you. Our state college recom- 
mends that every farmer have at least 
five laving hens to every acre of land 
farmed. 


“Here are the costs for raising 500 
chicks, figuring 25 éxtra lost, to nine 
weeks of age as recorded by Gus Strob- 
be, R. 5, Owosso: 


500 chicks bought from Fred 
Kribs @ 6 cents each (now 

1,200 Ibs. all mash starter (no 
24.00 

Grain (from 5 to 9 weeks).......... 5.00 

Net Gost; 15 cents $65.00 


“At today’s feed market price,’ the 
letter continued, “and using the amount 
of growing mash and other materials 
required to bring these 500 chicks to 
the laying stage, you can raise this 
flock from 9 weeks to five months of 
age for 28 cents each or a total cost, 
from the start, of 41 cents each. These 
figures allow for a loss of 80 pullets 
from diseases and other hazards. The 
average flock of 500 hens should pro- 
duce 250 eggs a day. At the present 
market prices (July 2, 1932) eggs are 
selling at 12 cents a dozen or 1 cent 
each. The returns would therefore aver- 
age $2.50 a day. The cost of feeds, 
including our egg mash and 8 pounds 
of grain will total $1.10 a day for the 
entire flock. The profit from the flock 
of 500 hens would, thérefore, be $1.40 
per day. Who said there isn’t any 
money in the poultry business?” 

Local Evidence Sells 

“Advertising of this type has two 
advantages,” says) Mr. Mills. “First 
it enables a dealer to show a farmer 
in a very conclusive manner that it is 
possible to make a profit on poultry. 
In the second place, if you can get 
the actual recommendations of custom- 
ers that the general run of farmers 
know, then they will place added con- 
fidence in what your advertising tells 
them. Some farmers may doubt all 


When everybody was saying it couldn’t be done, Glen Mills, right, owner of the 
Owosso Elevator & Coal Co., Owosso, Mich., obtained figures from his customers to prove 


that there was still money in poultry. His plan convinced the skeptical and boosted 
poultry feed sales. 


that a feed dealer says in his advertis- 
ing, but they will believe all that a 
neighbor says in print. 

“Wherever possible we try to get tes- 
timonials for our advertising,” said Mr. 
Mills. “And we have found that it 
brings us mighty good dividends. Ad- 
vertising space is valuable, therefore, we 
figure you might as well fill it with 
copy which is specific and which will 
get you business. A lot of high sound- 
ing words don’t mean a thing if you 
can’t back them up with examples.” 

Advertising Is Inexpensive 

Advertising of the type just quoted 
is inexpensive, according to Mr. Mills. 
He sends out mimeographed letters— 
about 1,600 of them—every other month 
for a cost of approximately $30.00 and 
it is possible to trace hundreds of dol- 
lars of business to it many times! Mr. 
Mills advises the feed dealer who wishes 
to cut his advertising costs even below 
this figure to use penny posfal cards. 
Some form of advertising to contact 
farmer patrons six or seven times a 
year is advocated by Mr. Mills. 

Mr. Mills added a feed, seed and fer- 
tilizer department to his business when 
he purchased it in 1925. Since that 
time his progressive ideas have been 
responsible for building an excellent 
feed business. Some months feed sales 
have run well over $3,000, a consider- 
able increase over the monthly volume 
back in 1925. 

“We certainly value our feed and seed 
business,” declared Mr. Mills. “In the 
first place it has added many to our 
list of customers who are also pros- 
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pects for other products which we sell. 
This has been particularly true of coal. 
Many of our feed customers purchase 
coal from us, and many of our coal 
customers purchase feed. So the thing 
works both ways.” 

Seed Business Good 

Mr. Mills says that 1931 and 1932 
have been excellent seed years for his 
firm. Farmers realize that in the com- 
petitive market of today a producer 
must have first grade products if he 
wishes to get as high a price as pos- 
sible for them. For this reason farmers 
are more than ever interested in get- 
ting the best seeds obtainable. 

“The same is true about fertilizer,” 
he said. ‘Farmers are beginning to 
realize that it is better to till a smaller 
acreage properly-fertilized than a larger 
acreage unfertilized. They find that 
their work is minimized and their pro- 
duction increased in quality. 

“In oun section of the country I think 
it is very important for a feed dealer 
to handle as many allied products as 
possible,’ said Mr. Mills. “If this is 
done a farmer can buy most of his 
farm needs at your establishment and 
he appreciates that. It enables the 
dealer to spread his overhead costs over 
a larger number of items, and if he 
can sell enough of each he then has 
more sources of profit. We handle 
flour, grain, feed, seeds, beans, coal, 
coke, salt, hay and fertilizer and every 
one is a paying item.” 

In respect to a cash’ basis, Mr. Mills 
says that he was on a cash plan for 
about a year but was forced to aban- 


Page Twenty-seven 


FI O cks 
5 
#e 
‘ 
‘ 
: 
4 
‘ 
‘ 
«at 


| ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE 


BRANCH OFFICE 
BUFFALO, N. Y. 


MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ia. ee Gluten Feed 
RMONT CREAMER Om Dried Buttermilk 
SOHN F. CRAIG & COMPANY. Philadelphia, Blackstrap Molasses 
EAT PRODUCTS CO., Buffalo-Cleveland.. ....................5- Meat Scrap 
OYSTER SHELL PRODUCTS CO Philadelphia. Pa................ Oyster Shell«< 


Queen Wheat Feed 
Cherokee Middlings 
Mid-Dog Middlings 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 
number of customers and 
larger profits «. These quality 
feeds are manufactured in our 
own mills. 


~~ MIXED FEED 


—Wheat Low Grade Flour, Red Dog,’ 
Middlings, Bran, Screenings 
not exceeding mill run = 


ST. PAUL, MINN. —— 


Office 315 Corn Exchange Pr 
MINNEAPOLIS, MINN. 2) 


CAPITAL FLOUR MILLS, Inc. 


MINNEAPOLIS, MINN. 


2 NEW SUPERIOR DIAMOND 
Grinding Plates 


have been perfected in our 
plant — the latest develop- 
ment in plate makeup. 

We guarantee these p!ates 
to last longer, grind faster 
and cooler, give better satis- 
faction all around than any 
similar p!ates now offered. 


A set of these plates will 
be shipped on thirty days 
trial — you to be the sole 
judge of their performance. 

If they fail to give satis- 
faction we agree to take them 
back and pay shipping costs 
both ways. Get our new and 
lower Price List today. 


Diamond Huller Co. 
WINONA, MINN., U.S.A. 


Builders of the Diamond 


Medium XX Ball-Bearing Attrition Mills 
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don it temporarily because of a pecu- 
liar reason. In order to sell coal in a 
competitive area he could not remain 
on a cash basis entirely. Also if he 
sold coal to a farmer on credit he could 
not justly sell him feeds for cash. When 
conditions improve Mr. Mills plans to 
return to a cash basis on all his items. 

“It seems to me that most feed deal- 
ers can profitably handle coal,” he 
stated. “Particularly in sections where 
woodlots are fast becoming depleted. 
Fully 80 per cent of our feed customers 
buy coal from us and many of them 
come in and get it on their own wagoils, 
thereby lessening delivery costs consid- 
erably.” 

Mr. Mills says that his entire stafi 
is always trying to help farmers dis- 
pose of their products at a profit. A 
feed dealer is naturally a market-gath- 
ering agency to a certain degree. A 
farmer will tell the dealer of this and 
that sale which he made, and whether 
the entire demand has been fulfilled. 
Mr. Mills in this way is able to tip 
off other customers of his to the fact 
that such markets exist. This is par- 
ticularly true of fruit markets, as many 
Michigan farmers in this territory raise 
fruit. In many instances Mr. Mills 
has enabled his customers to dispose 
of many bushels of fruit by passing 
on a market tip. Farmers are grateful 
for this kind of help, for it shows that 
the feed dealer is vitally interested in 
their welfare, aside from the mere mat- 
ter of selling them feeds and other 
allied items. 


NICOLLET 
“HOTEL: 


at the Gateway of 
MINNEAPOLIV 


When in MINNEAPOLIS 
why not gratify that long felt - 
want of an atmosphere of © 
» friendliness, comfort and re- 
laxation ‘by staying at the 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception-— 
ally reasonable rates, nae 
ful beds. 


Moderately priced Restau- 
e tant and Coffee Shop. 


Three blocks from both 
depots. 


Tourist Bureau directly op- 
posit 


Ww. BL CLARK. “Manager. 
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Feeding School Features Walker who alsa spoke during the Cen- 


tral convention appeared in the August 


Penn Convention papa 


(Céatinusd trom Page Seventeen) Following the school session a brief 
discussion on association affairs was 

Brobst was similar to that which was held, bids for the 1933 convention were 
held in conjunction with the Central heard, resolutions were read and offi- 
Retail Feed association convention at cers were elected. Everybody in attend- 
Milwaukee last June. Their talks were ance agreed that the convention was one 
published in full in the July issue of of the most instructive and entertaining 
The Feed Bag, and the address of Wirt ever held. 


SAVE - -| Something You Have 


By Feeding 


Always Wanted! 


@A booklet on How, Why and When 
to Feed Charcoal to Poultry is just | 
off the press. Be sure to get your | 
copy. 


e@An attractive pocket manual which 
shows how to make money raising | 
poultry at present market prices. i 


i Print your name and address | 
| THE HIGHEST QUALITY POULTRY CHARCOAL ON THE MARKET plainly ona postcard and ask for ! 
“SAVE by feeding TEC-CHAR.”’ 


ITS WORKING NOW-- 


and it has been working for 10 years! 


Steady advertising, year in and year out, has been 
plugging hard for PILOT BRAND, creating a nation- 
wide preference. And right now the big PILOT BRAND 
1932-33 national advertising campaign is making 
new sales and new friends — building up an even 


bigger demand for what is already the 
world’s leading crushed oyster shell. F ios" 


Profit-taking hints for poultrymen fea- fy 
ture this advertising— give it extra punch. TS 


Make sure that you get your share of 
PILOT BRAND profits. 


OYSTER SHELL PRODUCTS CORPORATION 
New York St. Louis London, Eng. 


PILOT BRAND 


OYSTER SHELL FLAKE 
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Weedless 


Heil Dehydrated Sheep 
Manure is dried by the 
Airdrier Dehydrating Pro- 
cess—the temperature of 
the heat in the airdrier is 
automatically maintained 
at just the right degree to 
kill weed seed germina- 
tion and remove excess 
moisture. Analysis—Ni- 
trogen 2%, Phosphoric 
Acid 114%, Potash 2%. 


Heil Sheep Manure is put up in 
5 ib. cartons—50 and 100 lb. 
bags—write at once for prices. 


Don't overlook the sales 
possibilities of Heil De- 
hydrated Alfalfa Meal— 
Dried and Bagged at 
the Heil Dehydrating 
Plant, Greenville, Miss. 


ADDRESS 


THE HEIL eo, 


3000 W. Montana Street 


MILW AUKEE 
WISCONSIN 
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Farm Board Under Fire 
At National Parley 


(Continued from Page Thirteen) 


Donahue, Cincinnati, copped second 
prize and received a set of matched 
irons donated by the Oyster Shell Pro- 
ducts Co., St. Louis, and Otto Bast, 
Union Elevator Co., Minneapolis, took 
third prize, winning a leather golf bag 
donated by the National Oil Products 
Co., Harrison, N. J. 

A well enjoyed “family dinner” fea- 
tured the first evening’s entertainment. 
Dancing followed. On the second 
evening of the convention the grain 
and feed men and their wives gathered 
for the annual banquet and _ heard 
Colonel! Robert R. McCormick, editor 
end publisher of the Chicago Tribune 
discuss “The Sacking of America” 
which was broadcast over the radio. 


“A situation has been reached in the 
United States,” he said, “where the own- 
ership of property is a liability rather 
than an asset. The evil talk of tax 
strikes is heard on every hand but far 
more serious than the strikes is the 
growing inability of the public to pay 
its taxes. 

“If the present trend continues the 
tax exactions will rise year by year 
until all private profits will disap- 
pear,’ he continued, citing the mount- 


ing billions collected by the United 
States. 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’”’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 
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“You who wish to save your country 
must act quickly. You must elect a 
congress that will aid and not ruin it. 
You must organize to send to Wash- 
ington, men who will undo the mis- 
deeds of the last congress and start us 
back from the road to ruin on which 
we are traveling.” 


ILLINOIS 


Thompson, Blackstock & Co., which 
recently purchased the steam grist mill 
at Paxton, will open the plant for busi- 
ness after it has been remodeled. 

Shultz-Baujan Milling Co., Beards- 
town, has opened a warehouse at Breese 
to serve Clinton and adjoining counties. 
Richard A. Meissner and Louis A. 
Meissner will be in charge. 

Barnstable Feed & Supply Co., Hills- 
boro, is sponsoring a plan whereby its 
customers may obtain shipments of cat- 
tle from other sections for fattening. 

C. R. Lewis, owner of the Bowen 
feed store, Jacksonville, died recently 
following an operation. 

Davisons Coal & Feed Yard, Du 
Quoin, has reopened for business. 

Herrick Feed Co., Harvard, will va- 
cate its rooms over the Keller & Krekel 
Co. store and move to the Breitenfeld 
building across the street. 

Edward Dolder, for 10 years mana- 
ger of the Cooperative Grain & Supply 
Co., Serena, who has been in poor 
health for some time, has gone to Colo- 
rado to recuperate. 

Barton & Lemmon Brothers elevator, 
Nebo, which was destroyed by fire sev- 
eral months ago, will be rebuilt. 


Sell the line which brings 
the customers 


Baek tor 
More... 


sell Armour’s 
Animal and Poultry Feeds 


Armour’s 
Tankage 
An appetizing, highly digestible, 
economical feed. Not less than 60% 
Protein. 
Armour’s Meat and Bone Scraps 
A balanced ration of high feeding 
value. Not less than 50% Protein. 
Armour’s Feeding Blood Meal 
An 80% Protein content extremely 
valuable in mixed feeds. 


Armour’s Special Steamed Bone 
Meal 
Guaranteed 65% B. P. of L. For 


mixture with other feed to build up 
bone structure. 


Meat Meal Digester 


ARMOUR AND COMPANY 
Dept. C. 

Union Stock Yards Chicago, Ill. 
Write or wire us for prices. 
Plants iently located to 
insure you prompt deliveries. 


New Richmond Dealers 
Elect Dealers 


P. M. Nelson, Hillsdale, Wis., was 
elected president of the New Richmond 
District Dealers club of the Central 
Retail Feed association at a meeting 
held in the Amery hotel, Amery, Wis., 
September 13. W. J. Dougherty, 
Downing, Wis., was named _ secretary 
and treasurer. 

The group assembled at a_ turkey 
dinner which was followed by a talk 
given by Prof. C. B. Campbell, River 
Falls, Wis., Teachers college. 


Following the election of officers an 
open forum on feed dealers’ problems 
was conducted and many new merchan- 
dising ideas were presented. The last 
number on the program was a clever 
demonstration by a cartoonist which 
was thoroughly enjoyed by all. 


FEED PRICES FAVORABLE 


Seasonal gains in milk prices have 
resulted in a more favorable relation- 
ship between milk and feed values, ac- 
cording to the crop reporting service 
of the United States and Wisconsin 
departments of agriculture. In August, 
100 pounds of Wisconsin milk valued 
at 83 cents would purchase 118 pounds 
of the mixture of grains and concen- 
trates necessary for a dairy ration, 
while in July the same quantity of milk 
would buy only 105 pounds of feed. 
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Shellbuilder 


is selected, bright in color, odor- 
less, perfectly screened, germ- 
proof, highly digestible, pure. It 
is packaged to sell. 


Write fora pare (three sizes) and 
a price. You'll like them both. 


SHELLBUILDER, INC. 
Cotton Exchange Bldg. 
Houston, Texas 
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Increase Profits 


“JAY BEE” feed grinders and mixers have proved ; 

their greater economy and greater earning power in the 
largest feed manufacturing plants in America. The “JAY 
BEE” will prove its greater value in any feed manufactur- 
ing plant, large or small. ; 


Put the “JAY BEE” to the most rigorous test, then judge 
for yourself. Winter grinding is just ahead. The Best— 
“JAY BEE”’—Costs No More. 


oy AMMER MILL: A size and style to meet eve 


requirement:12 H. P. to125 
belt, V-belt and direct-connected drives. 


HANDY ANDY BATCH MIXER: None beter 


sizes: 1000 Ibs. and 2000 Ibs. capacity, with receiving hopper, at and 


above floor level. 
Mixes cold molasses in any pro- 


MOLASSES MIXER: portion up to 50% without ball- 


ing the molasses. Three sizes with capacities up to 20,000 Ibs. per 
hour, depending upon size and percentage of molasses used. 
Investigate “JAY BEE’ equipment before you buy. Quality of product 
made with “JAY BEE,” capacity, and low operating and upkeep cost 
cannot be equaled. Write today. 

J. B. SEDBERRY, Inc. 61 Hickory Street, Utica, N. Y. 

J.B. Sedberry Co., 819 Exchange Ave., Chicago, Ill. 
Jay Bee Sales Co.,319-325 Live Stock Exchange Bidg.,KansasCity,Mo. 


grindin 
. P., wit 


MILL ROSE 
QUALITY FLOUR 


WITHOUT 
EXTRAVAGANCE 
A Spring Wheat Flour of 
First Quality—Suitable For 
The Housewife or Baker. 


Good News! 


Pilot and Reef Brand 
Oyster Shells 


Reduced 


Now the Lowest Priced 
High Quality Shell 
On the Market 


per 
Ton 


Get Our Delivered Prices 


a Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
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-- Quick Service 
on Mixed Cars of Flour, 
Dairy Feeds, Millfeeds 
and Poultry Feeds — 
Our Specialty. 


No Trouble to Quote Prices — Write Us 


ISCONSIN MILLING CO. 


Menomonie, W isconsin 


The Burton Mixer 
Guaranteed 
an 


Self Cleaning 


NEW LOW PRICES 


ON NEW 1932 MODELS 


Burton Feed & Mixer Company 
17580 Monica Ave. Detroit, Mich. 


State Agencies Open For Well Established 
Business Houses 
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CLASSIFIED 


Service department for our reace 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAMMER MILL FOR SALE 


One 30 HP direct connected Jay Bee Hammer 
Mill 2-S for sale. Used only a few hours per 
month over a period of three years. A practically 
new machine at a reasonable price. Address 
GEORGE J. NICHT, Auburn, N. Y. 


FOR SALE 


Attrition and Hammer Feed Mills. 
1-20” Monarch with 15 H. P. motors 
1-24” Monarch with 25 H. P. motors 
1-26” Monarch with 30 H. P. motors 
1-32” Diamond with 40 H. P. motors 
1-No. 4 Standard J. B. with 50 H. P. motor 
direct connected 
1-No. 3 Standard J.B. with 40 H. P. texorope 


driven 
1-No. 2 Gruendler with 30 H. P. motor texorope 
driven 
1-Papec Hammer mill complete, nearly new. 
Write DIAMOND HULLER CO., Winona, Minn. 


FEED SALESMAN WANTED 


Must be well acquainted with Wisconsin 
dealers and capable oft doing own resale wors. 
In reply give names of past employers, length of 
service, age and starting salary wanted. Write 
XYZ-1, e'o THE FEED BAG, 210 East Michi- 
gan Street, Milwaukee, Wis. 


JOHN W. ESHELMAN III, great 
grandson of the founder of John W. 
Eshelman & Sons, Lancaster, Pa., who 
operates the Keystone Bay Co., of that 
city, is the new president of the Grand 
American Trapshooting association. 


GENERAL MILLS, Inc., Minneapo- 
lis, announces the declaring of the regu- 
lar quarterly dividend of $1.50 per share 
on preferred stock, payable October 1. 


DAN WHITLOCK has rejoined the 
Nopco organization after several years’ 
absence and will represent the National 
Oil Products Co., Harrison, N. J., in 
the Southwest. He will make his head- 
quarters at Kansas City. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


POSITION WANTED 
Experienced salesman wants position with feed 
manufacturer as resale man. Can furnish refer- 
ences. Write EJ-1, c/o THE FEED BAG, 210 
East Michigan street, Milwaukee, Wis. 


GUS ACKERMAN, Oyster Shell 
Products Corp., St. Louis, recently re- 
turned to his office following an opera- 
tion which he underwent. He attended 
the convention of the Grain & Feed 
Dealers National association at French 
Lick, September 19, 20 and 21, in per- 
fect condition as many of his friends 
who challenged him to a game of golf 
will testify. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


GROUND OaT GROATS 


Low Fibre Content 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Nried Skim Milk 
Dried Buttermilk 


STRAIGHT CARS—MIXED CARS 
LCL Lots (Spot Milwaukee) 


Write, Phone or Wire for Our 
Delivered Prices. 


WISCONSIN DAIRY PRODUCTS CO. 


Daly 6704 


342 N. Water St. Milwaukee, Wis. 


ARMOUR & CO’S 
Select Quality 


MORRIS BRAND 


MEAT SCRAPS 
TANKAGE 
BONE MEAL 


Truck Loads or Car Loads 
So. St. Paul or Minneapolis 


Maney Bros. Mill & Elev. Co. 
MINNEAPOLIS, MINN. 
Exclusive Distributors 


Quality Does Count 


In tests completed at Madison—in which 
practically every Cod Liver Oil sold in the 
State was tested— 

NOPCO COD LIVER OIL used at a 
level of 4% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at 4% better than 
any other Oil at 1%. You can always de- 
pet upon Nopco—it is the best Cod Liver 

lon the market. Ask us for prices. 


FEED SUPPLIES, INC. 
506 Chamber of Commerce 
Milwaukee Wisconsin 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 N. MILWAUKEE STREET 
Puone 1 076 MILWAUKEE 
Broapway WISCONSIN 
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Central Dealers Learn 
Many New Ideas 


(Continued from Page Ninet2en) 


become certified. The drouth commit- 
tee, it is understood, will furnish per- 
mits to those entitled to the rates in 
their territories. When parties holding 
permits purchase hay or feed from 
dealers at the destination designated 
by the drouth committee, the permit 
should be surrendered to the dealer 
who will then make delivery to the 
customer on the basis of the reduced 
rates. The dealer may then present 
the permits to the railroads named in 
the tariff and obtain a refund for the 
entire carload or such portion of its 
contents as are covered by the per- 
mits surrendered. 

1.. S. Larson, Hubbard Milling Co., 
Mankato, Minn., won a cigar desk 
lighter as an attendance prize at the 
close of the afternon session. 

During the late afternoon many of 
the dealers took advantage of the op- 
portunity to drive to the top of Rib 
mountain located near the city. 

The turkey banquet held in the 
evening attracted a large attendance. 
Music was furnished by a ladies’ saxo- 
phone band, and Grace Prahl, former 
queen of the Wausau winter frolic, did 
several dance numbers. Lee (Baldy) 
Yorkson, secretary of the Wausau 
chamber of commerce, which handled 
the registration for the convention, was 
master of ceremonies. George Sahly, 
Concrete Elevator Co., Minneapolis, 
won an electric clock which was award- 
ed as an attendance prize during the 
banquet. 


Personal Attention 


Ship To 


Roy |. CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


Chamber 


of Commerce 


Milwaukee 
Wisconsin 


M. G. Rankin & Co. 


GRAIN AND FEED 
Tec-Char Charcoal 


Lump and Poultry Size 


Swift’s Digester Tankage and 
Meat Scraps 


Car Lots Ton Lots 


KEOKUK CORN @LUTEN 


Chamber of Commerce Bldg. 
MILWAUKEE ... WISCONSIN 


FEED 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 
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MILWAUKEE WIS 


BIG CHIEF 
Meat Scraps 


Made of selected raw materials 
which are delivered fresh daily 
to our rendering plant. Pro- 
gressive feed dealers are repeat- 
ed buyers of BIG CHIEF. It 
gives results. For full informa- 
tion write 


MILWAUKEE TALLOW & GREASE CO. 
JOE FREE, Manager 
131 SO. 7th STREET, MILWAUKEE 


DEUTSCH & SICKERT CO. 
CHAMBER OF COMMERCE, MILWAUKEE 


POTENCY-and- 
BALANCE: 


Both are needed— 
both are found in 
MARDEN’S CER- 
TIFIED COD LIV- 
ER OIL. A pure, 
dependable source of 
both ‘‘A”’ and 
vitamines in all their 
beneficial, nature- 
proven balance. Feed 
Mixers specify and 
use it for their finest 
feeds. Its quality 
never varies. 7 


Write for ‘‘Feed Facts’’ 
and low quantity prices. 


MARDEN’ S 


Liver Oil 


MARDEN- WILD Corp. 


512 Columbia St., - 
212 East OhioSt., - 


Somerville, Mass. 
Chicago, IIl. 


Pecos Valley Alfalfa Mill 
— 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 
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THE RIEBS CO. 


Eureka 
Vertical 
Mixer 


with 
High 
Pressure 
Molasses 
Injector 


for making 
sweet feeds 
An efficient, economical, 


highly satisfactory machine 
for mixing feeds in batches. 


Latest Bulletin 128FB 


S. HOWES CO., INC. 
SILVER CREEK, N. Y. 


INTANGIBLE ASSETS 


When considering insurance, that 
intangible asset—built by years of 
fair and faithful service and com- 
monly called GOO DWILL— 
should be given equal weight ne 
surplus and reserves. 


The MILL MUTUALS have re- 
tained the goodwill of their policy- 
holders through the years. 


Mutual Fire Prevention Bureau 
230 East Ohio Street, Chicago, Ill. 


Koming to 
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Chicago's most interesting notel offers you 
unequalled luxury at low rates. In the heart 
of Chicagos Rialto with its brilliant night life- 
close to stores, offices and railroad stations. 


UNEQUALLED 
CONVENIENT 
LOCATION 

and 


YOU CAN DRIVE 
YOUR CAR 
RIGHT INTO 
HOTEL SHERMAN 
GARAGE 


1700 ROOMS 
1700 BATHS 
FROM $3. 


HOME OF THE COLLEGE INN 
CHICAGO'S BRIGHTEST SPOT 
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COD LIVER OIL 


High grade cod liver oil as it 
reaches Health Products 
Corporation. 


+ 


Biological Laboratories in which both the oil and 
final concentrate are tested on rats. 


Third and final test of CLO-TRATE on chicks 
under controlled conditions. 


Who 
CLO-TRATE? 


CLO-TRATE 


CONCENTRATED COD LIVER OIL 


3 


I. Government tests recently proved that 
62.5% of medical cod liver oil products are 
deficient in Vitamins A and D. But you can 
always depend on CLO-TRATE because we 
biologically test every shipment of the high 
grade cod liver oil before we use it. 


y After the high grade oil has been 


tested and approved by us, we biologically 
test the vitamin concentrate made from it. 


°Be Now that we have proved the Vitamin 
A and D value of both the oil and the con- 
centrate, we combine them to form CLO- 
TRATE and test it on chicks in our own 
laboratories before shipment is made to you. 


The Guarantee of Clo-Trate 


In CLO-TRATE Concentrated Cod Liver Oil, 
you have a product that we guarantee is made 
from the same concentrate, tested by the same 
scientists, and with the same care as White’s 
Cod Liver Oil Concentrate Tablets, accepted 
by the American Medical Association — the 
highest medical authority in the United States. 


Write today for further information and quo- 
tations. 


HEALTH PRODUCTS CORPORATION 
Manufacturers of Pharmaceutical Specialties 
113 North 13th St., Newark, N. J. 
323 West Polk St., Chicago, Ill. 
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BUILD PROFITABLE 
BUSINESS WITH 
King Midas Flour 


KING MIDAS 


dealers are not only 
selling flour at a 
profit today, but 
are also building a 
solid foundation for the future. 


They know that quality is the only 
safe basis upon which to maintain ~ 
a permanently successful business. 


Guaranteed 
Made only in Minnesota 
The great flour state 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 
Over 1,000,000 barrels yearly production 


